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ON March 28, 1912, the Pan-American Life Insurance Company issued its first policy. Since 
then eighteen years have elapsed. Eighteen years is not a long time in the life of an in- 
And so on the eve of our birthday we feel we may be 
pardoned for pointing with genuine pride to what we have accomplished “in the short span_of 


Over $25,000,000 in Resources 
Over $182,000,000 Life Insurance in Force 
Licensed and Operating in 37 States and Countries 
Over 73,000 Satisfied and Securely Protected Policyholders 


‘‘There’s a Reason for Success”’ 
We have a few attractive agency openings for men not presently attached 


E. G. Simmons, Vice-President and General Manager 
PAN-AMERICAN LIFE INSURANCE COMPANY 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 
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WHY 











SHOULD I BELONG 








TO MY 
LIFE UNDERWRITERS’ 
ASSOCIATION? 








Because: 


I CANNOT, alone, express an effective protest against unwise and undesirable legislation which 
might, except for organized and intelligent correction, injure the institution which I represent 


and the policy holders whom I serve; 


I CANNOT, at my own expense, gather together and print in available form, the hundreds of 
new sales ideas and applications of selling principles, which are brought to me each month 
through Life Association News, at an aggregate cost, to the group of about, $50,000 each year; 


I CANNOT, upon my request, persuade the busy and successful life underwriters of the country 
to lay down their work and through public addresses at monthly underwriters’ meetings and 
conventions, and through published articles and books, place their most intimate “trade secrets” at 


my disposal; 


I CANNOT, by myself, rightly value my competitor, correctly estimate the problems of my busi- 
ness, safely guide my business conduct or effectively correct unethical or unsound business prac- 


tices indulged in by my fellow underwriters ; 


I CANNOT, through my own efforts alone, do very much toward making the American public “life 
insurance conscious,” which would help so definitely, in my own community as well as in the 
nation, to overcome the resistance which I find, not only to our product, but, unfortunately, to 


the life insurance agent himself; 


I CANNOT, by my own initiative, perfect my knowledge of the science of life underwriting and of 
the new social and economic conditions which have so materially changed the character of my 
business and led me into the era of “The New Competition,” of which I have heard so much; 


I CANNOT, except by rubbing shoulders with my fellow underwriters, preserve the wholesome- 

ness of my body and my mind, guard my character from criticism, maintain in all my dealings a 
truthful, honest and courteous attitude and be sure of meriting, by my manner and in my bearing, 
the title—Gentleman; 


I CANNOT, as a “Lone Wolf,” holding myself apart, use the slogan and the emblem of the 
organized life underwriters of America—“Life Insurance—A Declaration of Financial Independ- 
ence,’ which I believe is going to spell—if it doesn’t, it will be because I and thousands of life 
underwriters like me refuse or fail to make it so—the difference between “outlaw” underwriting and 
the sound, scientific, service-giving underwriting for which this group stands. 


A= finally, because: I am unwilling to have it said that there is a movement conducted in this 
country for the betterment and protection of conditions in, and the interests of, my business, which 
I am not actively supporting—I have asked myself why I should let the other fellow carry my portion 
of the load, and I just can’t find anything but the answer: “Of course, I must belong.” 


Ask your General Agent or Manager to put you in touch with the 
President of your nearest local Life Underwriters’ Association. 
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THE LOOSE BRICK 
ON THE HEARTH 


QUIETLY AT NIGHT when the fire had burned low he pushed the ashes aside. The 
lcose brick yielded. With thoughts on the uncertainties ahead he added the day's 


earnings to his savings. Illness might come. The family was growing. There were 


many new lands to clear. Aud here, guarded only by his secret and the fire, was his 
assurance of life's necessities. Here was his own and his children’s means to progress 





IN THE EARLY DAYS of the country, little more than one hundred years ago, no institution or individual was as trustworthy 
as one’s own hiding place. In chimneys, in old trees, in the ground, potential prosperity was stored through the foresight of 
5 the early settlers. Since man first emerged from obscurity, planning for tomorrow has laid the foundation for development 
It drew tribes together for greater safety, formed nations for greater strength, and is the basis of today’s security and 
stability. . . . The great accomplishments of the future are being planned today. Through insurance, business-minded 
Americans are preserving their estates, providing safety for the present and guaranteeing comforts and education for 
succeeding generations. We have insured our national wealth, our current prosperity, and opr continued progress. Through 
é insurance premiums we have formed our greatest national reserve, supremely important because it exists for caleu- 
lable purposes and because it is scientifically adjusted to individual needs. Our wisdom and foresight are building a 
treasure-house of future well-being for the people of the United States.... tna writes virtually every form of 


insurance protection. From coast to coast its 20,000 well-equipped representatives stand ever ready to serve you. 


SURETY COMPANY, THE AUTOMOBILE INSURANCE COMPANY, THE 


@ THE TNA LIFE INSURANCE COMPANY, THE TNA CASUALTY AND 
STANDARD FIRE INSURANCE COMPANY, OF HARTFORD, CONNECTICUT 











A reduced reproduction of the first in a new series of eleven Aitna national advertising messages to 
appear during 1930. This series presents in a human and dramatic manner the story of the Atna—and 
the story of insurance as an institution. It will bring, even to you who are actively engaged in the busi- 
ness, a fresh recognition of insurance as one of the great forces of our individual and national prosperity. 


“ETNA LIFE INSURANCE COMPANY - - - HARTFORD, CONNECTICUT 
1850 .rE@Gea et see t Ae Bivyveeais. ak F 1930 
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Sales Resistance— 








Successfully Overcome! 


EVERY sale begins with the buyer’s point of view. 


BEGINNING with the buyer’s point of view and needs, the successful sales- 
man creates a desire for the product, whether merchandise or life insurance. 


SUCCESS in overcoming sales resist- 
ance requires less time and effort if the 
salesman has a product that more 
nearly meets the buyer’s point of view 
or fits his needs. The Ohio National 
salesman carries in his sales kit a com- 
plete line of life insurance merchandise. 
This is Why It Pays to Tie Up With 
The Ohio National. 


PROMOTIONS are available for ex- 
perienced Life Insurance salesmen and 
opportunities to learn the business are 
offered to successful business men in 
other lines of business. 








Some of the contents of the 
Ohio National salesmen’s kit: 


1—Participating policies. 

2—Non-Participating policies. 

3—Annuities, Personal Life Income poli- 
cies for rejected risks and old age in- 
come. 

4—Sub-standard policies for the under 
average risks. 

5—Insurance for both men and women on 
equal basis. 


6—Childs’ policies, issued from birth up 
to age 11. 


7—Double Indemnity and Disability. 


8—Annuities and Single Premium policies 
for investment purposes. 








Territory: Arkansas, Illinois, Indiana, Iowa, Kansas, Kentucky, Michigan, Mississippi, 


Missouri, Nebraska, Ohio, Oklahoma, Pennsylvania, Tennessee, Texas and West Virginia. 


For information as to territory and details of contract write— 
J 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


T. W. Appleby, 
President 
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E. E. Kirkpatrick 
Supt. of Agencies 
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Mid-Year Life 
Meeting Held 


Trustees and Executive Commit- 
tee of National Association Dis- 
cuss Half Year’s Progress 


INTEREST IN HULL PLAN 


Traveling School for Agents Proposed— 
Program for Toronto Convention 
Is Shaping Up 


NEW YORK, March 20.—Much busi- 
ess of a routine nature was transacted 
at the meetings of the trustees and ex- 
ecutive committee of the National Asso- 
Life Underwriters held here 
last Friday, and reports were made on 
the progress of several of the new fea- 
undertaken by the 
Plans for the national conven- 


ation of 


tures being organ- 


zation. 
tion in Toronto in September are being 
rounded out and 
is going forward in many avenues, as 
shown by the reports. President Sea- 
born T, Whatley and Managing Direc- 
tor Roger B. Hull presided and reported 
on the half year activity since the Wash- 
ington meeting. 


association expansion 


National Training Program 


Among the new ideas presented was 
one trom Major Hull, included in his 
mid-year report and arousing more in- 
terest than any other single item in the 
report. This was the thought for the 


formation of a national training pro- 
sram for life underwriters, especially 
gents, in the form of local 








nars held under the leadership of a 
very high grade educator, representing 
he National association. No action was 
taken, as this was merely a suggestion, 
ut it has drawn forth much favorable 
‘comment and may come before the 
‘ecation for action later. 


as- 


Nominating Committee Selected 


President Whatley took the occasion 
“2 name the advisory nominating com- 
littee, to w hich suggestions for nom- 
Mations for the presidency of the asso- 
“a will go between now and the 
; » meeting. This was composed 


t Gral lal 


+ Wells, 
| oyd kK 


"Allen, 


New York, 


chairman; 
Boston; Bolling Sibley, 


Memphis; C. F, Axelson, Chicago; Fred 
a a Angeles. This is under 
.€ new order of procedure in the nam- 
K Of officia S. 

ae report that showed much 
and attracted much interest from 


those 


2 — “— time to study it was that 
Me jour ’ Oakes of Indianapolis 
lems in ge study of program prob- 
rural terr; ~ smaller associations and in 
a suggest ye rw Mr. Oakes presented 
tional ‘ €d plan of activity for the Na- 
tite a clati on in aiding the local 
material a, putting in their hands the 
tive and st aid them in building attrac- 

‘trong programs without out- 
assis Stance, 
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Time Now Considered Ripe 
for Agency Building Work 





NEW YORK, March 20.—Agency man-power development has received new 
impetus in recent months and many agencies are now aggressively in the field 
to take advantage of the present unusual opportunity for acquiring new men 


of high caliber. The campaign is in 


evidence for two reasons, first to in- 


crease production and maintain the great 1929 record shown in most offices, and 
then to utilize the present market situation which has thrust many very superior 


men of other businesses into the open 
There has seldom been a time when so 
of endeavor have been available at one 
entirely free of financial troubles in the 
utives have suddenly found themselves 
checked in their advancement or even 
out of work entirely, with new positions 
far from plentiful, 
Over-Expansion Was Seen 

Over-expansion was the order of the 
day in most lines during the past tew 
years and many large companies found 
themselves over-organized, with too 


many thoroughly qualified and trained 
men in the executive posts. In addition, 
many men who were supplementing 


their regular incomes with market prof- 
its have found themselves thrust rudely 
back on their earned incomes and are 
thus growing dissatisfied with what had 
appeared a satisfactory program. 

Ready for New Start 


This results in a broad range of men 
of excellent sales and executive ability 
being susceptible to the approach of the 
life insurance manager. With the re- 
cent trend towards executives and bet- 
ter trained men in many life offices, 
many coming into life insurance and 
Sesnnadiiahele advancing beyond the level 
of their old executive connections, there 
is a far greater appeal in the business 
than existed a decade ago or even five 
years ago. And many are turning vol- 
untarily towards life insurance, viewing 
it as a sound business which should not 
feel the fluctuations of a temperamental 
market. Many more are in a sufficient 
state of unrest to be persuaded to turn 
their efforts into life underwriting. 
There are many who were formerly 
connected with the securities market 
and are now somewhat disillusioned with 


that field. There are many who were 
executives or salesmen for the luxury 
products and even some of the basic 


industries, who are now ready for a new 


start. 


Problem to Select 


The greatest problem before the man- 
ager who seeks to add men of unusual 


ability to his organization is how to 
reach these new agency prospects and 
how to select the better of the large 


number thus discovered. Some general 
agents are aggressively seeking the new 
men, working among their own agents, 
among friends and even among policy- 
holders, constantly asking for leads to 
new men who might be interested in 
life insurance sales work. 


Greatest Handicap 


The greatest handicap in most offices 
is in being able to take a man in on the 
usual commission basis, for many of 
these fine prospects are financially lost, 
out of a position and in positive need of 
immediate income. They cannot afford 


market for good or better connections. 
many highly qualified men of other lines 
time. Few lines of business have been 
past four months and many junior exec- 





to take the chance required in starting 
life insurance work. With proper re- 
financing plans worked out with the aid 
of the general agent, many of these can 
be “reconditioned” for the business and 
turn their excellent abilities to an im- 
mediate retrenchment program. 


Offers Big Field 


Utilization of these new leads should 
open many new avenues of development, 
for they would give entrees into many 
new offices, where these executives are 
well regarded, though unable to con- 
tinue. Furthermore, it would probably 
result in a boom in business insurance, 
the new phase of the business which is 


just getting under its own steam, for it 
would bring business men into insur- 
ance and lead back into a broad range 
of business institutions with the new 
ideas. This is unquestionably the gen- 
eral agent's time for intensive man- 
power work. Many are now hard at it. 





Life Presidents 
Report 3 Percent 
Gain in February 





NEW 
compiled 
February 


YORK, March 19. 
for last month show 
Americans purchased 3.1 per- 
cent more new life insurance than was 
bought in the corresponding period a 
vear ago according to the Life Presi- 
dents Association. The February fig- 
ures transform a decrease for January 
into a slight increase for the two months 
of the vear. 

For February, the total new business 
of all classes written by the 44 member 
companies was $1,003,478,000 against 
$973,048,000 during February of 1929— 
a gain of 3.1 percent. New ordinary 
insurance amounted to $730,735,000 
against $683,663,000—a gain of 6.9 per- 
cent. Industrial insurance amounted to 

$212,813,000 against $230,778,000—a de- 
crease of 7.8 percent. Group insurance 
was $59,930,000 against $58,607,000—a 
gain of 2.3 percent. 

For the two-month period, the total 
new business of these companies was 
$1,998,673,000 this year against $1,997,- 
526,000 last year—an increase of .01 per- 
cent. New ordinary insurance amounted 
to $1,443,590,000 against $1.343.506,000— 
an increase of 7.4 percent. Industrial 
insurance amounted to $430,840,000 
against $496,776,000—a decrease of 13.3 
percent. Group insurance amounted to 
$124,243,000 against $157,244,000—a de- 
| crease of 21.0 percent. 


Figures 
that in 











Aviation Rider 
Status Reported 


American Life Convention Issues 
Special Bulletin on Survey 
of 48 States 


FINDS 28 WILL APPROVE 


Modifications Required by Other Com- 
monwealths and Law Conflicts 
Noted in Detail 


Twenty-eight states will approve avia- 
tion life 
of these commonwealths demanding that 
modification be made for a premium re- 
fund to the beneficiary, instead of pay- 
ment of reserve, the American Life Con- 
vention discloses in a special bulletin this 
week based on a comprehensive survey 


riders on insurance, only one 


of state laws and rulings, 

rhe followed a decision of the 
New York court of appeals, Jan. 16, in 
the now famous Metropolitan test case, 
holding that an aviation rider is not in 
conflict with the incontestable clause if 
it specifies: “Death as a result of ser- 
vice, travel or flight in any species of 
aircraft, except as fare paying passenger, 
is a risk not assumed under this policy; 


survey 


but, if the insured shall die as a result, 
directly or indirectly, of such service, 
travel or flight, the company will pay 
to the beneficiary the reserve on this 
policy.” This reversed a ruling of the 
New York insurance superintendent. 


Subjects A. L. C. Covers 


The A. L. C., upon request of member 
companies, sent an inquiry to all de- 
partments, asking if these would object 
to the rider, if total and permanent dis- 
ability benefits and double indemnity 
could specifically exclude loss from such 
a hazard. 

States that will approve the rider are 
Alabama, Arizona, Colorado, Connecti- 


cut, Delaware, District of Columbia, 
Florida, Georgia, Idaho, Iowa, Kansas, 
Kentucky, Louisiana, Maine, Mississippi, 
Nevada New Hampshire, New Jersey, 
New Mexico, New York, North Caro- 
lina, Ohio, South Carolina, Vermont, 


Virginia, West Virginia and Wisconsin. 
The attitude of the other state depart- 
ments as given as follows: 

x * * 

Arkansas—Department 
use of rider is matter of contract be- 
tween company and policyholder. Con- 
siders also that exception may be made 
under disability and double indemnity 
provisions. 

California—Has no objection to use 
of aviation rider in life policies or in dis- 
ability or double ndemnty provisions, 
providing precautions taken to make cer- 
tain insured understands and accepts re- 
striction. 

Illinois—Will not approve rider, be- 
cause of conflict with standard provi- 
sions act. Prohibition is inapplicable to 
disability provisons. 

(CONTINUED ON PAGE 13) 
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Frank Pennell “Debunks” 


the Life Insurance Genius 





GIVES FORMULA FOR SUCCESS 





Address Before New York Sales Con- 
gress by Million-Dollar Producer 
Suggests Profitable Program 





NEW YORK, March 20.—Analysis of 
genius in life underwriting was made by 
Frank Pennell, New York general agent 
for the State Mutual Life and a million- 
dollar producer for many years, in his 
talk before the New York sales congress 
last week, with particular emphasis on 
one means by which he believes most ag- 
gressive, earnest agents could turn 
themselves into such classification. Mr. 
Pennell “debunked” a large amount of 
the glorification of special abilities, say- 
ing that he viewed the genius as a very 
ordinary man who had a definite goal 
and ambition and worked unstintingly to 
achieve it. The suggestion for guiding 
one’s self into the right avenue for 
achievement was the use of the quota 
book or, as he termed it, to “quota the 
boss.” 


Work Is 


Mr. Pennell said that his observation 
over many years in insurance newspaper 
work, home office experience and 11 
years in life underwriting had shown him 
clearly that, as many others have said, 
the average life underwriter does not 
work. The genius in the business does 
and that is the difference, both being 
much the same in basic qualifications and 
opportunities. He said the average agent 
scarcely works one or two hours a day. 
And this is one of the most important 
reasons why so many men leave the 
business—why there is an annual turn- 
over rate of 40 percent—and why some 
80,000 of the present 200,000 life insur- 
ance agents will not be in the ranks a 
year from now. As a suggestion to 
greatly reduce this hazard of man-power 
lapsation, he suggested that the men 
really work and to do that, that they 
follow the plan he found practical for 
himself, namely, to quota themselves. 


Quota System Basic 


The record of personal production of 
Mr. Pennell is an unusual one and he 
has paid for a total of $17,000,000 in his 
11 years in the business, paying for 
$500,000 the first year and gradually in- 
creasing that year by year. For seven 
years he has not fallen below $1,000,000 
annually. This he credits to his quota 
system which he still maintains. He has 
had consistent weekly production for the 
11 years without a break except for vaca- 
tions. Further, he has quota-ed not only 
his production, but new prospects, be- 
lieving, in fact, that the latter is the key 
to the maintenance of large production. 
This has kept him constantly spreading 
out into a large clientele, at the same 
time that his old clientele has expanded 
and grown with the passing of years. 

The 1,500 life underwriters in the au- 
dience were given the suggestion that 
they could very easily be worth $100,000 
more than at present 10 years hence, if 
they quota their next 10 years on this 
basis. That is, if each man decided each 
week to secure a minimum number of 
new references, say 10, that would mean 
500 in 50 weeks. Calling on them with- 
out fail would bring the average return 
of one sale in 10 or some 50 sales for, 
say, $250,000 more business. This is to 
be done in addition to the regular sales 
work, being an excess quota for future 
personal estate development. In 10 
years this would have created about 
$100,000, a very simple program for the 
agent who desires to give much in effort 
for the attainment of that definite goal. 
Mr. Pennell’s own program indicates 
that it is not difficult of accomplishment. 


Genius 


Dr. Rockwell's “Functions of Life In- 
surance” offers a most detailed and com- 
plete treatment of the service and uses 


of life insurance. Price, $1.50. Order 
from The National Underwriter. 





Joins Penn Mutual 














SHAPRO 


BEN F. 


Becomes General Agent in San Francisco 
for Philadelphia Company 











Agent Has No Right to 
Waive Premium Provision 





An agent has no right to waive the 
provision calling for the pay ment of the 
first premium before a life insurance 
policy becomes effective rrrarg to 
Aetna Life vs. Roewe, U.S.C.C.A. 7th 
Cir., Ill. The policyholder died five 
weeks after the policy was delivered 
without payment of the first premium. 
The beneficiary contended that the 
soliciting agent had the power to waive 
the payment of the first premium, as 
under the contract of insurance draft 
was to be drawn by the company’s gen- 
eral agent for premium, and as no draft 
was drawn the company and not the 
policyholder was at fault, The court 
held that under the Illinois statutes a 
foreign corporation which accepts appli- 
cation from a solicitor accepts him as 
its agent but there was nothing said 
in the statutes as to whether the agency 
is a special or a general one, or what 
power such an agent has. The fact that 
the agent in question represented the 
company was not denied but it was held 
that it was not within his power to 
waive any condition of the policy. 

The court said the contract told the 
policyholder plainly that he must accept 
the policy subject to all its insurance 
provisions, and one of them was that 
only specific officers, and the agent was 
not one of these, could extend the time 
for paying a premium. A clause in the 
contract itself states that no insurance 
could become effective until the entire 
first premium was paid. “Where such 
provisions are contained in a contract 
of insurance they are to be taken as 
meaning what they say, that is, that an 
agent, such as the one in question, has 
no authority to waive them.” 





Eaton Manages Branch 


Karl R. Eaton, formerly assistant 
manager for the Equitable of New York 
at St. Louis, has taken charge of the 
Kansas City branch office of the Man- 
hattan Life. The company is reorganiz- 
ing its agency plant in 16 midwestern 
states and the Kansas City office will 
cover all of Kansas and the western half 
of Missouri. 


Would Cancel Fraternal’s Charter 


of the charter of the 
of the World, fraternal 
which has its headquarters at Dallas, 
Tex., is sought in a suit filed at Austin 
by the attorney-general’s department. 
It is alleged the affairs of the concern 
are not handled in the manner prescribed 
by law. 


Cancellation 
Gideon's Army 





Ben F. Shapro Joins Penn 
Mutual in San Francisco 





MADE GENERAL AGENT THERE 
James L. Taylor Will Remain with 
Agency with Title of Associate 
General Agent 





Ben F. Shapro, who resigned recently 
as agency manager for the Equitable 
Life of New York at San Francisco, has 
joined the Penn Mutual and will have 
charge of its San Francisco agency as 
general agent. James L. Taylor, who 
has managed the agency since the re- 
tirement of J. B. Duryea last year, will 
remain with the agency and bear the 
title of associate general agent. 

Overtures were made to Mr. Shapro 
by several of the leading eastern com- 
panies. His decision to join the Penn 
Mutual probably was influenced by Mr. 
Shapro’s desire to be again in company 
relationship with his old associates, 
Frank H. Davis and John A. Stevenson. 
His agency in San Francisco was one 
of 20 in the United States that produced 
annually $20,000,000 or over of paid-for 
business. 


In Life Insurance Since 1912 


He entered life insurance in 1912 at 
San Francisco as a soliciting agent for 
the Equitable. Nine months later he 
was appointed agency supervisor. He 
was transferred to Oakland in 1914 as 
agency supervisor and started from 
scratch a branch for the Shields general 
agency of San Francisco. In a short 
time he had developed a sales force that 
produced $4,000,000 annually, and was 
then appointed agency manager, his 
territory being half of the northern sec- 
tion of California. In his first six 
months $2,300,000 was paid for, and the 
next year he had the fourth largest 
Equitable agency, with $9,500,000 to his 
credit. 

In 1924 Mr. Shapro was transferred 
to San Francisco and was made man- 
ager for all of northern California, and 
in the succeeding year his agency’s pro- 
duction rose to $14,500,000. In 1925 
it had expanded to $26,500,000. In 
April, 1929, the agency was divided. The 
portion over which Mr. Shapro presided 
nevertheless paid for $20,053,000 in 
1929. 

Widely Known for Agency Methods 


Mr. Shapro was one of the first agency 
managers in the country to use a com- 
prehensive educational course for train- 
ing agents, and one of the first to make 
use of the unit system of agency organ- 


ization. His methods have been given 
wide publicity and often cited as a 
model. Probably no other agency head 


in the country has developed as many 
agency managers as have graduated 
from Mr. Shapro’s organization. In 
various parts of the United States are 
successful agency chiefs who had their 
training in his organization. The Life 
Underwriters’ Association has always 
had-in Mr. Shapro an active and in- 
fluential supporter. He is now a mem- 
ber of the executive committee of the 
Life Insurance Managers Association in 
San Francisco. 

The appointment of Mr. Shapro was 
announced Monday to the San Francisco 
agency force by Mr. Taylor. W. O 
Ferguson, Los Angeles general agent; 
John P. Davies, Oakland general agent, 
and John E. Gibbs, in charge of edu- 
cational work, represented home office 
officials in formally welcoming Mr. 
Shapro. In addition, George A. Scot- 
land, general agent at Sacramento; Ger- 
ald F. McKenna and R. H. (“Bill’’) 
Mouser, former associates of Mr. Sha- 
pro, also spoke. 


The Equitable Life of the District of 
Columbia announces that L. H. Hannah 
has been appointed manager of agencies 
and that F. M. Nettleship has been 
named secretary of agencies. 





Connecticut Mutual Elects 
P. M. Fraser Vice-President 





BROTHER TAKES OVER AGENCy 





John M. Fraser Becomes Head of Grex 
New York City Office, Effective 





July 1 





Peter M. Fraser, head of the greg 
New York City agency of the Connecti. 
cut Mutual bearing his name, has beep 
elected vice-president of the Connecti- 
cut Mutual, —— July 1. As pregj- 
dent of P. M. & J. M. Fraser, Inc., the 
company’s largest and most progressive 
agency, Mr. Fraser has been a promi- 
nent figure in life insurance for some 12 
years. He has devoted his entire bysi- 
ness life to life insurance. 

John M. Fraser, a brother, will head 
the agency. He once was in the sale: 
end of the silk business, and after war 
service became a personal producer w- 
der his brother, who with Paul Embr 


had taken charge of the New York 
agency. Shortly afterward, John \ 
Fraser was appointed supervisor ¢ 


agents in the agency. He led the com 

pany’s force in 1922, winning the Chase 

cup for the largest volume of paid for 
Became Partners in 1929 


He was appointed general agent with 
P. M. Fraser in February, 1929, and the 
agency was incorporated, with Harold 
J. Ransom and James F. Toomey a 
associate general agents. 

P. M. Fraser started as an office kx 
in the home office of the Mutual Lii 
of New York and made rapid progres 
in the business. After seven years he 
was made field supervisor in 1913, and 
for the next five years assisted mater: 
ally in building up the field force of tha 
company. The Connecticut Mutual later 
selected Mr. Fraser and Paul Embry t 
take over the Brooklyn agency. At the 
end of the first nine months, the agence 
showed a 400 percent increase in bus- 
ness. The subsequent death of Mr 
Embry gave Mr. Fraser full charge o 
the agency. 


Paid for $27,000,000 in 1929 


On Feb. 15, 1927, the tenth anniver 
sary of his service with the Connectict! 
Mutual, Mr. Fraser’s agency had mor 
than $100,000,000 insurance in force, at 
now it has approximately $135,000,00 
Personne] of the Fraser agency has bee 
materially increased in recent month: 
For many years it has led all Connect: 
cut Mutual agencies. It paid for mor 
than $27,000,000 last year. In additioe 
to the main office at 149 Broadway, av 
an uptown office at 1440 Broadway, ™! 
der Charles E. Genther, branch office 
are maintained at Jamaica, L. I, @ 
Bridgeport, Conn. 

Mr. Fraser was president in 1928 | 
the Life Underwriters’ Association © 
New York City, membership increasité 
25 percent. _ 

John M. Fraser has been active 
civic life and insurance circles for some 
years. He is chairman of the enter: 
tainment committee of the New Yor 
association. 





Many Group Insureds Are 
Without Other Protectio 





More than 42 percent of the _ 
claims paid by the Equitable on i, 


group insurance contracts from J 
to Feb. 28 were to the families of wo 4 
ers who had no other protection, 
liam J. Graham, vice-president, S4* 

Further analysis shows that -* 
than 6 percent of the group - 
$250 or less of other insurance co 
erage; more than 10 percent carrie’ 
from $250 to $500; more than 17 a 
cent carried from $500 to $1,000 
that more than 23 percent carried 
$1,000. 
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ts [Field Staff to F Divided by Promotion Tri-State Men 

: ‘ rasers Vivide y rro 
siden? §==Hold Seminars Hold Conégress 
sENCY 

Proposal of Roger B. Hull for Battery of Notable Speakers Is 
f Grea Training Method Presented at Feature of Philadelphia 
tive Mid-Year Session Meeting 
PLAN A FIVE-DAY COURSE BIG ATTENDANCE RECORD 

€ great 
onnecti- 
—— No Definite Action Taken at Mid-Year Life Insurance and Trust Men Partici- 
S$ presi- Meeting But Suggestion Arouses pate in Sessions Representing 13 
ne., the Eastern Citi 
pressive Interest ities 

promi- 
some 12 ; ‘ 
— bes NEW YORK, Mar. 20.—Organiza- PHILADELPHIA, March 20.—More 
; tion of a national training course for life than 2,000 life underwriters from Penn- 
= head underwriters, with a field staff to con- sylvania, New Jersey and Delaware, rep- 
hg duct seminars throughout the nation, agree ree cities, attended the tri-state 
cer S suggested by Roger B. Hull, managing life congress here today, the largest at- 

Embry director of the National Association of tendance ever recorded in Philadelphia. 
v York Life Underwriters, in his mid-year re- In addition, the Fiduciary Association of 
aly port to the executive committee last JOHN M. FRASER PETER M. FRASER eae is holding a life trust dis- 
he comfy Week, met with widespread approval ere » ‘ie a on ; da n . play. 
= Chas and a heartier interest than any in- Elevation of P. M, Fraser, president of the P. M, & J. M. Fraser general The banquet program was devoid of 
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novation suggested for some time. This 
comprehensive training program, to bet- 
ter equip field men for their work and 
extend the best available training ser- 
vices to the most remote parts of the 
country, was regarded as on of the 
most forward looking ideas to emanate 
irom the head office in New York. The 
suggestion, as presented by Mr. Hull, 
is as follows: 


Plan fer Traveling School 


“There is one specific project to which 
I would merely call attention, so that 
the trustees and’ officers, and also and 
especially the committee on education, 
may be giving some thought to its pos- 
sibilities. Is it only a dream and de- 
void of practical advantages, to propose 
that the National association might un- 
dertake in the near future, at first on a 
small and tentative scale, a traveling 
school for the instruction especially of 
the new agent? Not a pretentious 
course, like the Rockwell school, for ex- 
ample. But perhaps a series of five lec- 
tures, an hour a day for five successive 
days, with laboratory help throughout 
the week in actual selling demonstra- 
tions. Could a series of such weekly 
seminars be arranged with, say, a mini- 
mum of 50 in each group? Would such 
a course be worth $5 (to members, $10 
to nonmembers)? Would $250 a week 
pay the expenses and salary of a really 
800d teacher-salesman? 


Could Address Clubs 





I., a 


1928 0 
ation © 
creasing 


ctive = 
or some 
e enter 
Ww York 


“Could such a plan be fitted into a 
Plan for creating the position of dis- 
‘rict organizer for the association, so 
that such a leader might assist during 
is Week’s stay in a community, in work- 
ing out the local organization problems 
of an association? Could such a teacher 
address, during the week, the monthly 
payee. of the underwriters’ association, 
Yr even take part in the sales congress 
Program? Could he be used for a speech 
»elore the local chamber of commerce, 
Rotary Club, Kiwanis and such? Such 
an instrument could perhaps also be used 
effectively toward bringing men to their 
*xaminations for the chartered life un- 
derwriter’s designation with the neces- 
‘ary educational equipment. 

Depends on Man Selected 


oa — a great deal, in fact, every- 
“. 8, would depend upon finding just 
man to undertake such work. With 
whens of the National association 
tyne um and with the right kind of 
ability, couldn’t such a plan be made an 
a element in our service? I think 
2 ant soon give serious consideration 
ee: Pppointment of salaried district 

anizers for the association, in any 





agency of the Connecticut Mutual in New York, to vice-president of that com- 


pany, breaks up the partnership formed in 1929. 


John M. Fraser assumes sole 


charge of the great agency July 1, while his brother goes on to the home office 


to handle larger affairs. 


The Frasers and their agency have played a leading 


part in life insurance, the agency paying for $27,000,000 last year. 











Classification of Aviation 


Risks in Canada Compiled 


OTTAWA, ONT., March 20.—A 
classification of the various types ol 
aviation risks, allowing a margin for in- 
dividual circumstances connected with 
the risk, has been compiled for use in 
Canada. The classification is intended 
to serve as a basis upon which further 
revisions will be effected as more ex- 
perience with aviation risks is obtained. 

Several companies are now writing 
life insurance for aviators at excess 
rates. These rates vary from $15 to 
$30 per $1,000 per annum for civil pi- 
lots: 

(1) Licensed pilots flying licensed 
planes between well equipped airports 
only over established commercial routes, 
passenger service, extra premium $15 to 
25. 

(2) Between well equipped airports 
only, mail or express pilots not pas- 
senger service, extra premium $25. 

(3) Mapping and forest patrol, gov- 
ernment service, part time only, extra 
premium $15. 

(4) Exhibition, stunt, long distance, 
racing and testing—not accepted. 

(5) Aero club pilots and instructors, 
extra premium $25. 

(1) Royal Canadian Air Force, extra 
premium $20. 

(2) Fare-paying passengers over es- 
tablished air routes, extra $10, no rating 
for pleasure rides for less than one 
hour. 

(3) Fare-paying passengers over es- 
tablished commercial routes, between 
well equipped air ports, with licensed 
pilots and licensed planes, a graded 
scale of extra premium depending on 
the number of flights contemplated; ex- 
tra premium $5 to $15. 

(4) Passengers not otherwise classified 
in this section; a graded scale depending 
on the number of flights contemplated; 
extra premium $5 to $25. 








event, and it is barely possible that some 
such combination as this could be 
worked out.” 





Frank E. Perkins, for a number of 
years in the field for life companies in 
Nebraska, died at Sacramento, Cal., 
where he has been living for some years. 
He was with the H. W. Noble general 
agency of the New England Mutual and 
later with the Midwest Life. 





Research Bureau Reports 
Insurance Sales Higher 





Life insurance sales in the first two 
months of 1930 have continued the in- 
creasing pace of production set in 1929, 
according to the monthly report issued 
by the Life Insurance Sales Research 
Bureau of Hartford. During January 
and February the country as a whole 
paid for a volume of insurance which 
was 6 percent larger than in the same 
period of last year. This increase was 
not localized but was shared by all but 
one section of the country. The largest 
increase was made by the Pacific and 
east south central states which both 
showed an increase of 14 percent. The 
west north central and south Atlantic 
states were second with a 10 percent 
increase. 

Increase in Ordinary 

The February figures of the Research 
Bureau show an increase in ordinary 
business of 7 percent, this gain being 
shared in by all sections except the west 
south central states. Pacific states led 
all sections in February with a 22 per- 
cent gain. West north central states 
were second with a 12 percent gain and 
east south central states were third with 
an 11 percent gain. New England states 
showed a gain of 10 percent. The Bu- 
reau’s figures on the 12-month period 
ending with Feb. 28, 1930, also show a 
7 percent gain, with only four states fail- 
ing to increase their production. 





Special Delivery Stamp 
Gains Many Interviews 


Use of special delivery stamps 
in soliciting prospects is advo- 
cated by James L. Wynne of the 
Baltimore agency of the Equita- 
ble Life. “I recall two worth- 
while cases written last summer,” 
Mr. Wynne states. “To one 
mailed a booklet via special de- 
livery to his home in the evening. 
He told me he read the entire 
pamphlet before going to bed that 
night. I delivered three business 
policies totaling $38,000 to him 
and, through him, placed $12,000 
of insurance on his partner.” 














life insurance. The principal speaker 
was Senator Burton K. Wheeler of Mon- 
tana, who discussed “Current Events in 
Washington.” Roland S. Morris, for- 
mer ambassador to Japan, a partner of 


the law firm of Duane, Morris & 
Heckscher, and vice-president of the 
Philadelphia Life, was toastmaster. 


Thomas M. Scott, president of the Phil- 
adelphia Association of Life Underwrit- 
ers, welcomed the gathering. Another 
banquet speaker was Harry C. Spillman, 
educational director Remington Rand 
Company, whose subject was “Aristoc- 
racy of Service.” 
Three Prominent Speakers 


C. H. Voorhees, general counsel of 
the Connecticut General, urged “less op- 
portunism and more thinking.” John 
Barker, vice-president and general coun- 
sel of the Berkshire Life, compared the 
relative values of optional settlements in 
life policies and life trusts methods. 
Alexander P, Reed, vice-president and 
trust officer of the Fidelity Trust of 
Pittsburgh, a banker who has had a 
wealth of experience in handling life 
trusts and working out financial prob- 
lems of beneficiaries under life policies, 
presented many real stories to point 
arguments for the trust plan. 

Mr. Barker’s contribution, presented 
at length elsewhere in this issue, was in 
effect a defense of optional life settle- 
ments, in that he urged their use in clear 
cut programs where the need is for a 
simple family support plan. Mr. Barker 
counseled against tying up life insurance 
by extending restrictions too far beyond 
the grave. 


Trust Man’s Comments 


Vice-president Reed of the Fidelity 
Trust stated that the life trust agree- 
ment is merely another settlement op- 
tion. “Any trust officer could tell you 
of cases whereby some word or act of 
his has affected the life of some of his 
wards,” he said. “At the present I have 
18 boys and girls who have no fathers or 
mothers. I buy their clothes, select their 
schools, give them spending money, see 
they receive proper medical and dental 
attention and do everything in my power 
to be a father to them. When the pub- 
lic realizes that trust officers are inter- 
esting themselves in the lives of their 
beneficiaries, it is overcoming that pre- 
judice which existed for so many years.” 


Voorhees Voices Warning 


“You gentlement are not selling life 
insurance basically,” Mr. Voorhees said, 
‘you are shooting arrows and singing 
songs. ‘One of the outstanding quali- 

(CONTINUED ON PAGE 15) 
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The great English writer, Arnold 
Bennett, said, “I suppose that for 
the majority of men the suspension 
of income for a _ single month 
would mean either bankruptcy, the 
usurer, or acute inconvenience.” 





Metropolitan Life Insurance Co., 
Dept. 3 N U 0. 

One Madison Avenue, New York 

Please mail, without charge, book- 
let “Let Budget Help” which shows 
how to make incomes cover necessary 
expenditures—with something left over 
—and gives full details relating to 
budgeting incomes ranging from $100 
to $800 a month. 

















A man has small chance to 
get somewhere and be some- 
body if he is entirely depend- 
ent upon his next paycheck. 
He is likely to be as helpless 
as a child if his income stops. 
Many a man finds himself in 
a rebellious frame of mind 
and sorry for himself because 
he is “broke.” He feels bot- 
tled-up, half stifled, almost 
shackled and _ handcuffed. 
Unhappy in his work, he does 
it half-heartedly, badly. 


He wants to quit his job but he 
doesn’t dare. His boss would 
like to discharge him but waits 
because he is sorry for him and 
his family. 


If a man has not learned how to 
live within his income, it makes 
little difference whether he earns 
$1,000 or $10,000—he will always 
be in trouble. But budgeting his 
weekly or monthly salary to 
cover expenses for the necessi- 
ties and comforts of life will 
show him how to live within his 
income whatever it may be. 


Do you know how the experts ar- 
range a budget for salaries from 
$1,000 to $10,000 Do you know 


what per cent of the income 


© 1930 Metropolitan Life Insurance Co. 


should be spent for each of the 
general expense items — food, 
shelter, clothing, household oper- 
ating expense, insurance, educa- 
tion, entertainment and investment? 
When speculation is substituted for 
investment the last hope for safety 
usually vanishes. 


have solved money 
problems in many homes. A 
typical illustration is furnished 
by a woman who provided a good 
home for husband, high school 


Budgets 


daughter and 12-year-old son 
on $200 a month. She _ re- 
ported that when they at- 


tempted to live without a budget 
they were always in debt and 
worst of all in mental and 
physical distress. Since their 
conversion to “the budget way” 
they have found they are able to 
live better and save 10%. 


Have you ever experienced the 
peace of mind and satisfaction 
that result from an intelligent 
budgeting of your income? With 
necessities provided for and a lit- 
tle money left over you have a 
far better chance to get ahead. 
Send for booklet entitled, “Let 
Budget Help,” which was written 
with a full understanding of the 
problems of those with limited 


incomes. Use coupon above. 


METROPOLITAN LIFE INSURANCE COMPANY 


Freperick H. Ecker, Presipent 


One Mapison Ave., New York, N.Y. 





Rabbi Wise Tells Why He 


Believes in Life Insurance 





ADDRESSES NEW YORK AGENTS 





Discloses at Sales Congress His Rea- 
sons for Carrying Large Amount 
of Protection 





NEW YORK, March 20.—Speaking 
before the New York sales congress 
last week, Rabbi Stephen S. Wise told 
why he bought life insurance, why he 
had been attracted into the field of thrift 
investment to a large extent. Rabbi 
Wise said, in part: 

“I believe in life insurance because 
I believe in thrift. You and I hear a 
great deal about thrift. Thrift move- 
ments, thrift tendencies, thrift possi- 
bilities. I wish to record my belief to- 
day that life insurance is the best form 
of thrift possible in life today. 


Voluntary Thrift 


“And it is for a reason that may not 
wholly approve itself to you, namely, 
thrift is very good because it is volun- 
tary, but sometimes the will to volun- 
tariness, if one may use that paradox- 
ical term, somewhat flags. 

“I like about life insurance this: It 
is thrift fortified by a very exigent com- 
pulsion. I confess that I like the kind 
of thrift embodied in life insurance, 
which leaves me free to go on in the 
matter of thrift and does not quite leave 
me wholly free not to go on. And that 
is exactly what life insurance means. 


Sees No Objection 


“TI said a moment ago that sometimes 
I wonder whether a religionist ought 
to put so much of his confidence in a 
strictly human agency such as your own. 
I know there are many folk who feel 
that we ought to provide for our daily 
necessities, care for our own, serve the 
needy, and leave the rest to providence. 

“Now, there are institutions for ex- 
ample in which I am deeply interested. 
I am giving a large part of my life in 
the building up and the magnifying of 
them as instrumentalities of conserva- 
tion. 

Wants to Leave Token 


“IT am perfectly ready because I am 
a religionist to leave the future of those 
institutions after I shall have been called 
away from this earthly scene to the di- 
vine providence, and to the care of like 
minded men and women who I some- 
how hope will carry on after I shall 
have gone, but I choose so to manage 
my affairs, that even after my death 
there shall be seen, there shall become 
visible a token of my deathless faith in 
the validity and the value of those re- 
ligious and ethical and educational in- 
struments of service, so that even after 
I shall have died, provision which will 
have been made long before my death— 
because some of this provision dates 
back many years—will testify that even 
though I knew I must die, I did not 
believe that certain causes should re- 
main ‘unsupported and unfortified and 
unhelped by me after my death. 


Summarizes His Creed 


“Without being an insurance under- 
writer 1 am saying to my people, con- 
stantly, that unless a man is satisfied to 
vanish and to perish utterly from the 
earth because physically he has been 
cut down, he ought to make provision 
for the continuance, and the support, 
of causes in which he has believed and 
during his life time.” 


Prudential Assurance in Canada 


A Dominion license for life insurance 
has been granted the Prudential Assur- 
ance of England and Charles C. H. 
Drake has been appointed organizing 
life manager and actuary for Canada. 
Mr. Drake is a fellow of the Institute 
of Actuaries. His assistant manager in 
Canada will be Frank C. Capon. 





Made Director | 











HOMER GUCK 


The Detroit Life has just elected 
three noteworthy directors: Former 
United States Senator William Alden 


Smith of Grand Rapids, Mich., chair- 
man of the board of the Grand Rapids 
Savings Bank; J. W. Wilford of Lan- 
sing, Mich., president of the Capitol 
National Bank, and Homer Guck oi 
Chicago, president of the Chicago “Her- 
ald & Examiner.” Mr. Guck was for- 
merly connected with the Detroit Life, 
being assistant to the president when 
M. E. O’Brien was in charge. 








Sells 115 Out of 200 
Residents Life Policies 





F. G. Crowley, who represents the 
Truman H. Cummings agency of the 
Northwestern National Life at Merrill, 
Mich., must hold some kind of a record 
for intensive cultivation of territory, 
having insured the majority of the resi- 
dents of the village. Out of a popula- 
tion of 200 persons, Mr. Crowley re- 
ports that 115 are his policyholders. 


Farmers Life Meeting 


DENVER, March 20.—New direc 
tors elected by the Farmers Life stock- 
holders include Dr. W. C. Davis, 
Alamosa, Colo; S. V. Wallace, Ft. 
Lupton, Colo., and Elmer Frewen and 
W. A. Peterson, of Denver. 

A. B. Wickstrom, former assistant 
secretary and treasurer, was promoted 
to secretary, succeeding the late G. 
Frewen who died a week ago. Pres 
ident B. M. Stackhouse and other off- 
cers were reelected. 

The annual statement reveals $1 
781,054 insurance in force; $875,455 I 
surance gained, assets $3,472,511. Dur- 
ing 1929 $466,010 was paid policyhold- 
ers, much of this being the guaran 
teed fund and survivorship fund of a 
company which had been reinsured 5) 
the Farmers Life. 

President Stackhouse announced 0 
medical insurance will be written ™ 
conservative amounts this yeat 


$15,- 


on- 


John Hancock Mutual Investments 


The John Hancock Mutual Life ad 
nounces nearly $10,000,000 has been in 


vested in new funds the first twe 
months of 1930. Of this amount %+ 
700,000 was invested in public utilities, 
$5,408,901 in farm and city mortgage 


loans and $750,000 in railroad and ™> 
cellaneous securities; total $9,358,901. , 
Of the mortgage loans in the tw® 
months, $2,479,611 was on 351 forme © 
yield 5.68 percent and $2,929,290 on *™ 
city properties, to yield 5.89 percent. 
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© Largest 
The new improved Circulation 
of any book 
LITTLE GEM 
1930 EDITION 
Life Insurance Men! The new 1930 Little Gem Life Chart is 
one “little gem,” in every sense of the word. It has more valuable 
_| information for a life insurance man packed between its covers 
than any other vest pocket book published. It contains literally 
oi thousands of facts that pave the road to easier sales. 
Cred 
idea Pertinent Facts Help Close Sales. No one can hope to re- 
hair- member all the special provisions, rates, dividends, points as to 
= financial standing, etc., but with this information right where you 
pia can get at it, as in the “Little Gem,” you can more intelligently 
x ot iti ; ili PUBLISHED BY 
Her. present your proposition, with better probability of success. > : 
for , The National Underwriter Co. 
Life, ° e . “<a : 
when Here are just a few of the things the Suen’ Reston, Hon Meteon 
= Little Gem does for you: Detroit, Dallas, San Francisco 
“i Gives you confidence, because you have the facts. 
' Helps you sell policies. Why thousands prefer the “LITTLE GEM” 
—_ Backs up your sales arguments. Orda Lite een ‘ P er - 
‘ rdinary Life very Age inancial and Insurance Report 
oa Answers rate questions. Only the “Little Gem” gives you —275 Companies 
the Answers dividend questions. Ordinary life 20 year net costs at Even the smallest companies are 
_ Answers questions on policy provisions. — Ae 20-53 inclusive, and at 55  awtened in this exclusive Little Gem 
~— Give you the dope on 275 companies, even the ; ad ‘ 
cesie smallest. wat Dat Seiionde — 20 Year Actual Histories 
; : et Payments Here too, the Little Gem ’ 
; 8 Widens the scope of your service. Exact net figures with the divi- Net yp Nn ee 4 ey ~ ay — 
rs. dends Smad deducted, to be read for Ordinary, 20 Pay and 20 year 
t ; 
No other vest pocket book > pag gf cetae alaitins sap ioe . 
ividen cecumulation ibits onvenient Arrangement 
lirec- published has all these A new feature—for about 30 of Little Gem exhibits are of a con- 
tock: valuable features 3 the larger companies, showing years venient, ‘non-competitive arrange- 
avis, to pay > = mature, total amount aon, Seen for the best methods 
Ft. Be sure to get your copy of the new 1930 pas oe balance. Of selling. 
. and Little Gem. It costs no more than others. Why The Information You Need Thorough Policy Analysis 
_ not get the best? You'll never be satisfied with any More information, more com- Many unusual policy provisions 
< ee eee en acy cinlity ranged call Go Gem ix clditon to tho wousl 
4 i : n e 
Pres- ousands echo these sentiments: reference book. ones, shown in other books. 
offi- 
‘Th d oth Is i 42 ‘ i 
“ia in several capacities with the Mutual Life Insurance MORE INFORMATION! 
8 in- Company of New York, but I stick to the Little Gem and MORE COMPANIES! MORE FOR YOUR MONEY! 
Dur- use it in preference to any other published figures.” 
hold- HENRY F. CONDIT, Dist. Mgr., 
ara thay. ‘een 
by § Clip and Mail Your Order Now! i 
non- RUSH FOR MY INSPECTION, as soon as ready: } 
ni PLACE YOUR ORDER : ity copies of the 1930 Little Gem Life Chart. 
e i Bill me at my company club rate. If the Little Gem does not sell itself 
ots NOW e to me, I may return my order for full credit. x 
e all- i BED COEIRD WIN occ ccccccvcccsseccccccescoseesseecees BE atisewes 
n im- e § é 
| = Special ‘ ET. 4.04 dd4ddudnde stn 46h ubs Cop MaNeRSh CORSA N Ale sdd 65e09e 4 dN Rae ed i 
lities. NE Ls snk oc anndeee Vebk cede kh ibedeeckea ee Wneesdbkee sess esserees 
— Company Club Rates 4 4% : , 
mis | PPT TOTP TTT TTT rer TTL TT TTT Tt WAR dcicccscces 
ot To All Agents i 2 
— & TO THE NATIONAL UNDERWRITER CO. ‘ 
—) 420 East 4th St., Cincinnati 80 Maiden Lane, New York City 
ent. [i 
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New York Life Agents’ 
1929 Record 
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New insurance paid for............$953,000,000 
Ratio of term insurance to total only... . .3.07% 


Life and Endowment Policies..........96.93% 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. 


















Creative Angle of Life 
Insurance Sale Stressed 





HOLGAR J. JOHNSON SPEAKS 





Give Constructive Suggestions in Ad- 
dress to Tri-State Congress in 
Philadelphia 





PHILADELPHIA, March 20.—Life 
insurance was pictured as a great crea- 
tive effort in the talk by Holgar J. 
Johnson, general agent for the Penn 
Mutual Life at Pittsburgh, before the 
tri-state sales congress here this week. 
Mr. Johnson set aside the ethical and 
mechanical phases of the business and 
devoted his attention to the phase that 
calls forth real selling ability, the crea- 
tive phase of the business. He said, in 
part: 

Creating Market First Step 


“Real constructive selling of life in- 
surance calls for creative work. The 
first creative step in our business is that 
of creating the market, that work most 
frequently called prospecting. To begin 
with, we have a name of a so-called 
prospect. He, of course, must conform 
to those requirements that have been 
established, such as ability to pay, one 
who can pass, one who needs—and not 
one who is accessible to you. We often 
make the mistake of trying to create our 
prospect in a field where we are not 
qualified to work, such as calling on the 
man who is utterly inaccessible to us 
or one whose conditions are such that 
we have not as yet the experience or 
practical equipment to serve him. 


Must Create Need 


“Next our move is to establish a need 
which may be rightfully called the cre- 
ating of a need, for that which is not 
known, for all intents and purposes, as 
far as your prospect is concerned, does 
not exist, even though you see the need. 
In every real sale which makes a sat- 
isfied and happy policyholder, there 
must be a need created. 

“Our next step is to create the in- 
strumentality by which the need is con- 
veyed to the prospect. In other words, 
create the sales talk. Here you find me 
in an arbitrary mood as a firm believer 
and advocate of an organized sales talk 
for the presentation of the need to the 
prospect in such manner as to make him 
act in the filling of that need. 


Use Experience of Other Men 


“The creation of the organized sales 
talk provides an opportunity to bring 
to your aid the experience of other men 
as well as your own, for we can or- 
ganize into a complete sales story the 
proper presentation that has proven suc- 
cessful by the test of time. 

“Now assuming that you have made 
the sale. Here the creative process gets 
into full sway, for neither you nor I sell 
a policy. All we can sell is an idea and 
serve as the medium which brings the 
prospect and the company together. It 
is our responsibility to help the pros- 
pect accomplish this real creative proc- 
ess, therefore, that makes the truly mod- 
ern underwriter a creative salesman.’”” 


Opens San Francisco Office 


The Hamilton National Life of Los 
Angeles has opened a San Francisco 
office at 210 Mills building, in charge of 
Andrew Silvers as northern California 
manager. Mr. Silvers was formerly pres- 
ident of the Associated Life of Los An- 
geles, and more recently vice-president, 
a position he resigns. C. E. Heinman, 
who with J. R. O’Donnell has been gen- 
eral agent at Oakland, has been named 
general agent at San Francisco. Mr. 
O’Donnell will continue in charge of the 
Oakland agency. It is the intention to 
establish general agencies at Fresno and 
Sacramento, both of which are in terri- 
tory under management of Mr. Silvers. 








New Consolidation Planned 
by Rogers Caldwell & Co, 








L 


INTER-SOUTHERN AS NUCLEUS 








Ss 
Capital Increase to $3,000,000 Proposed ee 
for Louisville Company—To Buy U niver 
Five Carriers oth 
up to | 
An expansion program heralded as the ascanead 
first step in a plan to make the Inter B .... < 
Southern Life of Louisville the largest 997 fro; 
in the south is announced with the call Bony ; 
ing of a stockholders’ meeting for April Moh 4 
9 to increase capital from $1,250,000 t a thi 
$3,000,000. It is planned eventually to meniinent 
create a $10,000,000 holding company to wwerage 
operate from the Louisville offices, Nt 
“Part of the new money probably will he he 
be used to acquire stock or business of peat | 
other life companies,” a man close to the with le 
Caldwell & Co. interests which contri)" 
the Inter-Southern, says. However de- ig he 
tails have not been worked out. =i 3 
Spikes Some Rumors men hac 
ut eve! 
It is said authoritatively that news- 9 weekly 
paper accounts mentioning the Missouri MM g9 999. 
State, and the Southwestern Life of Dal- @ 599 for 
las, are erroneous. The Inter-Southern ff man: th 
owns a small block of Missouri State f 9:7 409 | 
stock, but it is said will not buy control per mar 
Nor will it purchase control of the & for $1.0: 
Southwestern. The Associated Lift man 1 
Companies, a holding company of which & of a trib 
President Cary G. Arnett of the Inter- 
Southern is president, owns control of 
the Southwestern and also has a large 
block of Shenandoah Life stock. As the 
The Caldwell companies, in addition L0Vernoy 
to the Inter-Southern, are Missoung Veeck, it 
State, Southwestern, Home Life, Lith te Mast 
Rock; Shenandoah Life and Southeast-{f * this : 
ern Life, Greenville, S. C. will not 
On Of ; 
Increase Is Authorized the i 
The Inter-Southern increase has been 2S" 
authorized by directors, Rogers Calé- ff... 7°" 
well, president of the Nashville house ao - 
states. Mr. Caldwell’s interests pur addition 
chased Inter-Southern control some renggemoe 
three years ago after a_ stockholder’ “ee Seis 
fight. He refused to name the com- she <} at 
panies which it is intended to incluk® a 
in the new organization, but admits tht thea 
the Inter-Southern capital and surplsy® o5 04. 
increase is for the purpose indicated. J, mal ld 
The program calls for the retaining ¢ that furth 
identity by all companies, with the It —_— 
ter-Southern as the nucleus of the group ; 
or the parent company. Contracts wnt . 
ten by the five other companies will * 
reinsured in the Inter-Southern, it 5% A.B. I 
said. Mr. Caldwell says there have beet cer of 
no negotiations with other compamit Bank of } 
and none will be started until the Intet deen assis 
Southern is in position to complt®™™ Organizer 
them. partment 
Another Deal Reported with E. M 
It is reliably reported that arrangt “AD 
ments have been practically conclude Plans { 
for the transfer of stock control of a& advertising 


other important life company to ™ 
Caldwell group, the holding company © 
which is titled the Associated Life Com 


are advanc 
that the fi 
“ will be col 
panies. tee in cl 


The Caldwell companies have CO™H og... ¢ 
: Be 0 + 48s fo 
bined assets of more than $160,000,00" has not * 
Mr. Caldwell is reported to have i hejq this y 


fused a very large offer for control @ One of the 





the holding company made by wre UeRsive ca: 
York bankers when he was there being wor 
cently. headed by 
erred wit! 

. . ese 
New California Agency daily pap I 
. for SE wi” e 
Tulare, Cal., is headquarters <> Who are ¢ 
newly formed $100,000 corp pyoge A ens. As 
will handle busniess of the Life Kes sess last | 
nin ROME Perfected 5, 


writers’ Budget Corporat 






Kings, Tulare and Fresno counties © esPer until 
der the title Life Underwriters, - and suggest 
G. Haas, formerly of Bakersfield, aft a have 
act as manager, Temporary offices” Th assoc 
in the Tulare Theater building. rm Oe ann, Possibil 
poration has the general agency ©. me Parent wh 
Great Republic Life for the 50” ..- Memb 
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San Joaquin valley. 
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By C. C. NASH, Jr. 
(Nash of the National), 





AS SEEN FROM NEW YORK 





SHOWS TRAINING RESULTS 


Further analysis of the work of the 
present life insurance class at New York 
University, just graduating this week, 
has been made by James Elton Bragg, 
head of that school, bringing the study 
up to date and showing the remarkable 
results of training on production. The 
summary for the first eight weeks of the 
class shows a total business of $2,929,- 
37 from the 38 agents participating. Not 
many agencies of that size could amass 
such a total over a two month period 
and this is especially noteworthy as the 
production is very consistently at an 
average Of about $9,500 per man per 
week, even for the men entirely new to 
the business. The class was about 
evenly divided between new men, those 
with less than 2 years experience and 
those of longer experience. There were 
11 beginners, 14 in the two year class 
and 13 others. The group of two year 
men had a slight advantage over others, 
but even the beginners had an average 
weekly production per man of nearly 
$8,000. The 11 beginners paid for $674,- 
300 for an average of $7,664 weekly per 
man; the 14 two year men paid for $1,- 
217,400 for an average of $10,870 weekly 
per man; and the 13 older men paid 
for $1,037,337, for $9,635 per week per 
man, That accomplishment is somewhat 
of a tribute to training efforts. 

“ey 


SEES PENSION FIGHT 


As the result of a statement made by 
Governor Roosevelt of New York last 
week, it seems certain that, even though 
the Mastick pension program is adopted 
at this session of the legislature, this 
will not check the movement for adop- 
tion of a more general pension plan in 
the very near future. The governor, 
commenting on legislative progress of 
this year, regretted the final recommen- 
dation of the pension commission, term- 
ing the Mastick bill little more than 
additional state charity, with its very 
low maximum payments and its high 
age limit. He further said that this 
plan should be adopted to set in motion 
old age relief work, but that efforts 
should not stop for adoption of a more 
elaborate program which would effect 
areal old age relief scheme, intimating 
that further steps would be taken next 
year, 
*x* * * 
NEW TRUST OFFICER 


A. B, Fisk has been appointed trust 
oiheer of the Chatham-Phenix National 
Bank of New York City. Mr. Fisk has 
been assistant trust officer and was the 
organizer of the life insurance trust de- 
partment of that institution last year 
with E. McLaughlin actively in charge. 
x * x 
“AD” PLAN PROGRESSING 


Plans for a comprehensive institutional 
advertising program in New York City 
are advancing rapidly and it is expected 
that the fund to finance the campaign 
will be collected shortly. The commit- 
tee in charge has already received 
pledges for $3,000 and the real work 
held not Started. A conference is being 
Neld this week to work out details and 
rue of the best planned, most compre- 
‘“nsive campaigns ever undertaken is 
we F worked out. The committee, 
ate by Frank Mulligan, has con- 
oan _. the Life Insurance Sales 
daily rch Bureau, with the bureau of 
a Papers and with several others 
Nine ACs on advertising cam- 
aress lacs Ss announced at the sales con- 
ae ast week, the campaign will be 
_ feted so that no ad will run in any 
planes Proof, details of publication 
work peewee as to utilization in sales 
every — been put in the hands of 
he —— member in the city. 
ma Ssi ilities of such a campaign are 
ae ‘nt when it is realized that there 
each tnembership of practically 1,800, 
Pay an amount based on per- 




















sonal production, tentatively set at $3 
per $100,000 paid business, with a maxi- 
mum of $20 per man. General agents 
will probably pay $10 per $1,000,000 
paid business, with a maximum of $250. 
This will give a large fund for an ef- 
fective campaign and unusual results 
are anticipated. Several of the New 
York leaders spoke in its behalf at 
the sales congress. 
“2 
CITY BANK’S SMALL TRUST PLAN 


Announcement of a new plan in hand- 
ling life insurance trust investments to 
remove one of the greatest handicaps, 
lack of diversification, has been made by 
the City Banks Farmers Trust Company 
of New York City. City Farmers Fund 
(C) Inc., has been incorporated as an 
investment fund subsidiary in which 
funds might be mingled and proceeds 
participated in only by life insurance 
trust funds of the major institutions. At 
presnt trust funds are required to be 
handled individually and each fund must 
hold its own investment shares, which 
makes it difficult for a small life insur- 
ance trust to secure a safe diversifica- 
tion. Under this new plan it can pur- 
chase shares in this new incorporated 
fund, which on its part will be able to 
secure the desired spread of investments 
and secure a larger and safer income. 
This embodies the idea of a large pool 
of investment interests such as has been 
suggested by many as the ideal means 
of securing diversification. It is a new 
venture in the field of the life insurance 
trust and one of importance for the 
smaller trust in particular, though equally 
valuable to all. 

x * * 
ANALYZES CREDITORS’ RIGHTS 


New York life underwriters were 
given a careful analysis of the rights 
of creditors in life insurance under New 
York law and the value in sales work 
of the recent amendment of the law 
which clarifies this issue, for many 
years a most uncertain entity, in the 
talk of Alfred Hirst at the sales con- 
gress last week. Mr. Hirst, a New York 
attorney, has given much study to life 
insurance law and is one of the creators 
of the law’s amendment, as well as one 
of its staunchest defenders in the legal 
controversy over it during the past two 
years, since its adoption. He is also a 
former life underwriter, so that he saw 
the practical application of this idea to 
sales work, pointing out that it is 
greatly overlooked by most agents. He 
said that this amendment makes life in- 
surance without question the strongest 
and safest form of investment for estate 
purposes. It is the only type which 
can be put into the estate and left in- 
violate for the beneficiaries, as orig- 
inally intended, despite later financial 
reverses, bankruptcy or accumulated 
debts at death. Formerly the creditors 
swooped down on the widow and 
claimed the bulk of the estate. Now, 
she can hold her life insurance proceeds 
without question, the court decisions 
which tested the law last year emphasiz- 
ing this beyond further doubt. Credi- 
tors now have no right to cash values or 
proceeds, even if the policyholder, in 
debt, continues to live, the only excep- 
tion being his attempt to change the 
beneficiary to his own advantage, upon 
which the proceeds revert to the cred- 
itors. 

SS 2 = 
ACTUARIES IN SESSION 


Another striking program was pre- 
pared for the Junior Actuaries Club of 
New York, which held its monthly meet- 
ing this week, with Reinhard A. Ho- 
haus, assistant actuary of the Metropoli- 
tan Life, as chairman. This discussion 
group, which delves into the intricacies 
of the business on an unusually frank 
and open basis, undertook to study some 
of the basic economic factors of the 
business in this week’s session. Among 
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New Home Office Building 


ABSTRACTS FROM FINANCIAL STATEMENT 
FOR YEAR ENDING DECEMBER 31, 1929 





EN avec ccivescneeneuns $ 13,225,617.98 
(Sr 12,145,923.98 
Capital ($400,060), Surplus and Con- 

tingency Funds ..............- 1,079,694.00 
INSURANCE IN FORCE.......... $102,908,006.00 


co 
We Offer 


— Policies all ages, 1 day to 70 years. 

— Both Participating and Non-Participating. 

— Non-Medical—Sub-standard. 

— Disability, Dismemberment and Surgical Benefits. 
— Special Monthly Premium Payment Plan. 

— Double Indemnity. 

— Children’s Policies with Beneficiary Insurance, 
— Sales Planning and Circularizing Department. 
— Producers’ Club. 


Available territory in seventeen 
~g states West of the Mississippi Be 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 
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Central States Life 
Insurance Company 


James A. McVoy, President 
HOME OFFICE: SAINT LOUIS 
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THE NATIONAL 





the questions for discussion were the | 


following: 


How does the experience of the com- | for life companies? 
panies 
year compare with previous years as to | 
new business, lapsation and loans? 

Is there likely to be any further pres- 


for the 


first 





sure in the near future for making se- | setback to those 


| lected common stocks legal investments 


What are the principal features of the 
recent report of the Mastick committee 
on old age pensions in New York? Does 
this report represent an advance or a 


two months this | 


companies for 


UNDERWRITER 


tension of pensions? 
the attitude of actuaries towards move- 
ments of this character? 

The published statements of many 
1929 


expenses and higher mortality. 


21, 


March 
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NINETEENTH 


Consecutive Month of 


INCREASE 


Conclusive proof that opportunity 
for the Life Insurance salesman 
lies with a complete selection of 
low cost policies and a Company 
with an Agency viewpoint. 


The Mutual Trust Life Insurance 
Company recognizes that its 
growth depends upon the success 
and prosperity of its Agency Force. 
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NEARLY 


$26,000,000.00 IN FORCE 








$166,000,000.00 
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LIFE INSURANCE COMPANY 
Edwin A, Olson, President 
CHICAGO NE ILLINOIS 


(As Faithful as OLD FAITHFUL” 



























of these conditions, to 
there danger that the present high « 
dend scales will have to be reduce 
the near future? 

Would it be advantageous to have 
fall meetings of the Actuarial 





held jointly this year? 


what extent is 


Society 
and the American Institute of Actuaries 





Proving By Doing Is 
Answer to Pessimists 








Robert F. Bowman, while 
| of the supervision and training of 
men in the agency of Mellor & 
in Philadelphia, for the Home | 


in charg 


effective method of illustrating his 
and putting the punch of accon 
ment into them. During December ar 


idea that life insurance could be s 
spite business depression and tl! 
persistent activity and intelligent 


ot 


meet with success. 

To prove this, he personally began 
campaign to make a specified number 
of calls and interviews and to obtain at 


least one application in each working 
day during February. The results 

this practical demonstration were bot 
successful and convincing. He mad 


his calls, secured his interviews and his 
applications, the average amou 
which was $6,523. He is now p 
to that record as conclusive evi 
that with a definite goal, a co 
plan and a willingness to adhere to that 
plan spells success. 


Mozingo and Price Change 


A. V. Mozingo, Pacific Coast super- 
tendent of agents of the  Jefferso 


Standard, resigns as of April 1 to 
come agency vice-president of the Vol 











be- 











unteer State of Chattanooga. He 
being succeeded on the coast by Ralbpl 
C. Price, son of the president of the 


Jefferson Standard, who at 
agency superintendent for 
Florida and South Carolina. 


present 1s 


ron 
Georgia 





Travelers Coast Conference 


The northern California two-day co! 
ference of Travelers’ agents was held! 
San Francisco this week. Guests 0! 
honor at a banquet were H. H. Arm- 
strong, vice-president life department 
and Robert F. Williams and Robert D 
Safford, vice-president and superintené- 
ent of agents, respectively, of the fire 
company. Business sessions were 
voted to plans and problems affecting 
multiple line activities. 


Lyon With West Coast 


J. M. Lyon, formerly with the Ill- 
nois Life at Chicago, has been appointed 
agency organizer at Los Angeles for tht 
West Coast Life and will work under 


the direction of A. J. Primeaux, dis 





trict manager. 
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The Lincoln National Life olfice in your 


town olfers complete brokerage service 





New York, recently adopted a novel but 
January he had repeatedly expressed the 


cation to well planned methods would 
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St. cai tis Probe Started 


by Missouri Department 
HOLLAND HOLDING HEARINGS 


Superintendent to Decide from His Re- 
port Whether Any Further Action 
Will Be Taken 


ST. LOUIS, March 20.—Superintend- 
ent Joseph B. Thompson has under con- 
sideration evidence obtained by Joseph 
F, Holland, deputy superintendent, in 
a series of quasi-public hearings held in 
St. Louis, on alleged unethical practices 
on the part of general and special agents 
and life imsurance brokers in the past 
two years. Superintendent Thompson 
will determine whether the evidence 
obtained by Mr. Holland warrants hold- 
ing formal public hearings on these 
charges. The outcome of the hearings, 
if held, would guide the department in 
issuing licenses. 


Investigated by Joint Committee 


The St. Louis situation centers around 
the methods used by James P. Sullivan, 
former St. Louis general agent of the 
Lincoln National Life, and some of his 
agents in selling that company’s “Eman- 
cipator” and “expectancy of life” poli- 
The matter came to the attention 
i the Missouri department some months 
ago when a joint committee from the 
general agents and the life underwriters’ 
association submitted information of 
some instances in which new insurance 
is said to have been purchased and ex- 
isting policies canceled through the tak- 
ing of the cash surrender value. How- 
ever, it is not charged that all of the 
business placed by the agency headed by 
Mr. Sullivan was sold at the expense 
of other insurance. 


cies. 


Action Taken on Licenses 


The meetings held by Deputy Holland 
disclosed that no formal charges backed 
by supporting affidavits have been filed 
against Mr. Sullivan. The department, 
however, has held up his application for 
a broker's license. It has relicensed 
Stratiord Lee Morton, general agent of 
the Connecticut Mutual and chairman 
ot the special committee that investi- 
pried conditions in St. Louis, and Flavel 

.. Wright, general agent for the North- 
ae Mutual Life, against whom Mr. 
Sullivan made formal charges of mis- 
represent ation, 

A number of other agents and brokers 
who were very successful in selling the 
‘Emancipator” policy for the Lincoln 

National have also been asked by Mr. 
Holland to submit to the department 
statements under oath to determine 
whether the department shall conduct 
formal public hearings on the question 
1 revoking or suspending their licenses. 





Patterson Adds to Big Line 
, Frederick B. 
me Nation al 


Patterson, 
Cash 


president of 
Register Company, 


+h 


now is covered by $5,480,500 of life in- 
ance, This makes him one of the 
mos 

ost heavily insured men in the world. 


] 
All of ‘this insurance is personal, none 


cing for corporate protection. The ad- 
Citi mal coverage of $1,660,000 was 
Paced by William O. Cord, general 
+ ot the Penn Mutual at Dayton, 
» Sven companies participating. This 
are time that Mr. Cord has 
terson, vansarance service to Mr. Pat- 
r ses 1¢ first was in June, 1926, and 
1929, unt was $1,200,000. In January, 

~¥, $1,810,500 was added. Mr. Cord 


as i y 
ae for many years been one of the lead- 
§ Producers of the Penn Mutual. 





Equitable Regrets Felton Death 


Regrets at the 
Felton 
| 


death of Samuel Morse 

licts Seam of the board of the 

expressed | reat Western railroad, are 

York, Me he Equitable Life of New 

i the F r. Felton had been a director 
quitable since 1911, 


\ 
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Further Contest Is Hinted 
at Policyholders’ Meeting 








Consummation of the reinsurance 
contract by which the People’s Life of 
Chicago is to be absorbed by the Mis- 
Valley Life of St. Louis, which 
earlier this week appeared to be only 
a routine matter, following formal ap- 
proval by People’s Life stockholders, 
the Cooperative Society of America, and 
the Illinois department, was threatened 
I Tuesday 


sissippi 


by a meeting of policyholders 
might. 

As matters stand, there now are three 
sets of interests opposed to the contract, 


who may or may not be allied. One of 
these is the Chicago National Life, 
which filed a formal offer recently 


un- 
der a contract phrased by Receiver Er- 
win A. Meyers, and then at a meeting 
with department officials when it was 
made clear that the department would 
not approve such a deal, offered to re- 
insure the People’s under the identical 
contract with the Mississippi Valley, 
only to meet the same reception. This 
offer was formally disapproved by the 
department, Monday, Mr. Meyers says. 
Original Petitioner Absent 

Another interest is a policyholder- 
stockholder, one Stromberg, whose or 
iginal petition for an injunction against 
the Mississippi Valley contract halted 
proceedings and caused appointment of 
a receiver by court. Stromberg is in the 
south, and the new coalition of policy- 
holders is a “dark horse.” 

Mr. Meyers was preparing this week 
to resign as receiver. He e~hasized 
that he had recommended naktes of the 
companies as a reinsurer. There were 
hints from other quarters that neither 
Stromberg nor the policvholders’ or- 
ganization was content to permit the 
Mississippi Valley to exercise its con- 
tract without a further court fight. 


Gaines Joins Midwest Life 


Clyde W. Gaines has become actuary 
of the Midwest Life of Lincoln, Neb., 
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MILLIONS 
OF 


PROSPECTS 


Nearly one-third of the total 
population of the United States 
are Juveniles—under age | 5. 


You can always talk to Dad 
or Mother about John or Paul 
or Mary. An audience is 
assured. 


Booklet entitled “Your Child” 





going from the Central Life of Chicago, 
where he was chief underwriter, He 
graduated in 1927 from the University 
of lowa where he specialized in actuarial 
theory. During the summer of 1926 he 
worked in the actuarial department of 
the Missouri State Life. When he 
graduated he went to the home office of 
the Lincoln National Life in its under- 
writing department, being put in charge 
of its policy loan section. In March of 
last year he entered the service of the 
Central Life of Illinois. 


Western States Sale Attacked 
A receivership suit 
Western States Life of 
has been started in St. Louis by nine 
minority stockholders. They claim that 
the business was sold to the American 
Savings Life of Kansas City by Elmer 
F. Bagley, president, for $2 a thousand. 
These stockholders declare that a fair 
price would have been $10 a thousand. 
The Missouri, lowa and Oklahoma de- 
partments approved the reinsurance. 


against the 


Clayton, Mo., 


Relief Should Start at 65 

In the hearing before the senate fi- 
nance and assembly ways and means 
committees of New York state in Al- 
bany on the Mastick-Bernhardt old age 
pension bills, practically all present de- 
clared that the age of relief should be 
reduced from 70 to 65 years; that pay- 
ments of relief should be made in cash 
or check and not in the form of second 
hand clothes, poor grade of coal and 
orders on grocerymen; that a maximum 
amount that the state would pay to a 
county as the state share of security 
against old age want should be fixed at 
$300 per year per person receiving aid 
so that the total aid would be $600 per 
person maximum. 


Gilbert T. Stephenson, is 
book treating the sub- 
ject from the life insurance point of 
view. Price, $3. Order from The Na- 


“Wills.” by 
a non-technical 


which explains our Juvenile 
Policies in detail sent on request. 


The Midland writes only par- 
ticipating policies. Dividends 
are paid on premiums waived 
by reason of death or disability 
of parent or guardian who has 
been paying the premiums. 


AGENCY DEPARTMENT 


THE MIDLAND MUTUAL 
LIFE INS. Co. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 
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Aby6urSéwice 


a fully equipped modern agency whose man- 
agement understands agents’ problems. 

a beautiful agency home unsurpassed any- 
where. 

a sound company of strong financial backing 
with over $1,600,000,000.00 insurance in force. 
a completely equipped agency medical de- 
partment. 

the entire facilities of the successful Darby 
A. Day plan of productive and remunerative 
life underwriting. 


an unusual direct mail prospect campaign. 


I oO GQhWN Pe 


a friendly atmosphere of cooperation among 
* successful underwriters. 


Our services enable you to leave the “‘average’’ group 
of life underwriters. 


Darby A. Day Agency 


The Union Central Life Insurance Co. 
23rd Floor, Bankers Bldg. State 5200 


CHICAGO, ILLINOIS 


Federal Reserve Lawsuits 
Dismissed by Agreement 


COMPANY TO PAY COST 





Organizes Campaign for New Business 
—Suits Against Former Officials 
Not Affected 





TOPEKA, KAN., March 20.—The 
final orders have been entered in the 
courts of Wyandotte county in the nu- 
merous lawsuits involving the Federal 
Reserve Life of Kansas City, Kan. All 
of the receivership, accounting and in- 
junction proceedings as well as the ap- 
peals to the Kansas supreme court and 
federal courts have been dismissed. The 
company was able to reach an agree- 
ment with al] interests in the litigation. 
It is to pay the court costs and some at- 
torney fees, aggregating about $10,000. 

The beginning of the litigation fol- 
lowed efforts of the Kansas department 
to bring about a reorganization. This 
action was precipitated when the insur- 
ance department completed examination 
and found there had been manipulation 
of funds in some peculiar financial 
transactions. 


Declare Condition Sound 


The long litigation, the company now 
points out, was kept alive by attorneys 
representing only 18 stockholders hold- 
ing only 155 shares out of the 30,000 
outstanding. The officers state the com- 
pany now is in sound financial condition 
and with renewed confidence it will 
forge ahead steadily. 

The company is now organizing an 
aggressive campaign for new business 
and is to have its agents in Kansas 
City later in the month. The suits dis- 
missed are no way connected with the 
suits brought by the company to col- 
lect the money its officials claim was 
lost through manipulations. 


Form Lincoln Life of Arizona 
Robert Rae and C. B. Maxwell have 
filed articles of incorporation for the 
Lincoln Life of Arizona, with home of- 
fice at Phoenix and capital of $50,000. 














1851 1930 
Co-operation - Sincerity - Service 
Our Motto for 79 Years 
Ask Any Berkshire Agent 
BERKSHIRE LIFE INSURANCE CoO. 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 











LIVING TRUSTS 


By Gian T. Stephenson 
COVERS 


Living trusts as busi- 
ness enterprises, pur- 
poses served by liv- 
ing trusts, by life in- 
legal 
tax features, 
agree- 
forms of liv- 


surance trusts; 
aspects, 
forms of trust 
ments, 
ing trust agreements, 
and forms of funded 
and unfunded life in- 
surance trust agree- 
ments. 


Order from 


The National Under- 
writer, 1795 W. Jack- 
son Blvd., Chicago. 





Price $3.75 Postpaid 
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0. W. JOHNSON, President 
OREGON. PENNSYLVANIA 


134 North La Salle Street, Chicago 








KANSAS————_KENTUCK Y——— MICHIGAN 


“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


Yor will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


TENNESSEE——_—-VIRGINIA——— WASHINGTON———-WEST VIRGINIA—-—NEBRASKA 





MINNESOTA ——MISSOURI 





YNITOYUVD HLYON 


S. W. GOSS, Vice-President 
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Appleton Ends 47 Years 


VETERAN DEPUTY RETIRES 





World of Insurance Regrets Resigna- 
tion of Official Who Was Strong, 
Steadying Influence 





NEW YORK, March 20.—Harry D. 
Appleton, first deputy insurance super- 
intendent of New York since 1907, and 
an attache of the office for 47 years, has 
resigned. He was appointed to a clerk. 
ship by the late John A. McCall, when 
he was superintendent. Mr, McCall after. 
ward became president of the New York 
Life. 

Mr. Appleton’s action, while not un- 
expected, is received with regret by in- 
surance men and by insurance officials 
throughout the country. Under a depart- 
ment rule, retirement is optional at age 
60 and obligatory at age 70, unless a 
special dispensation should permit con- 
tinuance to 72. Mr. Appleton, it is under. 
stood, will be eligible to a liberal pen- 
sion under the graduated service scale 

Mother’s Death a Factor 


is a bachelor and lived with his 
mother in Albany until she died several 
years ago. This, followed closely by the 
passing of an intimate medical friend 
was a severe blow to him that was partly 


He 


responsible for his subsequent severe 
illness. 
By virtue of his close and constant 


interest in insurance affairs and his long 
and important relationship with the fore- 
most insurance department in the United 
States, Mr. Appleton probably 
better knowledge of general underwrit- 
ing principles affecting all divisions of 
the business than anyone else. In nearly 
a half century of department work at 
Albany. he has witnessed a vast growt! 
in insurance, and dev sienenents which 
would have been characterized as vision- 
ary and impossible in the early days. 


has a 


Was Steadying Influence 


He served under a long line of super- 
intendents, some radical in tendencies 
and others ultra conservative. Mr. Apple- 
ton always was a steadying force, and 
through his influence with his superiors 
held the department to a_ consistent 
administrative policy. He is a_ kindly 


man, and is held in affectionate regard 
by department employes and a host o 
friends over the country. 

For years he has been a figure a 


meetings of the National Convention 0 
Insurance Commissioners, acting % 
chairman of the committee on blanks. In 
this capacity he has been responsible tor 
many changes in annual statement forms 
adopted in the last ten years or more 
His constant aim was to perfect the 
forms so they would disclose clearly the 
financial condition, underwriting exper 
ence and trend of reporting companies 

Mr. Appleton is probably the oldest 
employe in point of continuous service 
in any imsurance department int 
country, and in view of his valuable cot 
tribution to the insurance business none 
will deny that his comfortable retire 
ment has been fully earned. 


National U. S. A. Increases Plant 


With the purchase of a story 
fireproof semi-office building in the 
warehouse district of Chicago, north o 

the Chicago river, the National Life | 
S. A. has completed plans for physica 
expansion. The new building will »* 
used for the printing, supply, records 
and file department of the National Lit 
This will release space for ad ded per 

sonnel use in the home office building 
at 20 South LaSalle street. ‘he new 
National Life building is at the nor” 
east corner of Illinois and St. (a 
streets. 


five 


orth 


John R. Palmer is now regional! orual 
in Augusta, Ga., for the Penn Mutu 





Life with offices in the Marion pbuilding 


in New York Department 
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° $ ; ter, having referred question to the con- | [~ — 
Aviation Rider sulting actuary. It is understood, how- [ 
Status Reported ever, that the actuary will recommend | LIFE COMPANY CONV ENTIONS 
that the department approve the use of 
(CONTINUED FROM PAGE 3) the aviation rider in life policies or in ae 
Indiana—Department is of opinion TT or double indemnity provisons, |CENTRAL LIFE AGENTS MEET | Carlin, Mr. Carr and A. C. Larson of 
that any provision limiting the amount | POY? - a & token to make = ——. Madison, Wis., state agent for Wiscon- 
of life insurance protection to less than tain that insured understands and ac- More Than 200 Representatives of Iowa | °!" Most of the speakers on the pro- 
the regular amount in the event of an cepts eee” .- * Cc A aT D gram were Central Life agents or offi- 
aviation death in contrary to Indiana a objection to the in- ompany Atten wo-! ay cials, Especially appreciated were. the 
law. However, exception may be made Convention at Miami inspirational address by W. B. Burruss 


in disability and double indemnity pro- 
visions. 

Maryland—Would not object to use 
of rider or clause employing the same or 
similar language as included in Metro- 
politan provision. Department disap- 
proves rider, however, which uses fol- 
lowing language: “Death as a result of 
participation as a passenger or otherwise 
in aviation or aeronautics is a risk not 
assumed under the policy; but if death 
so results, the company will pay to the 
beneficiary the reserve on this policy.” 

Massachusetts—Aug. 8, 1929, the at- 
torney general handed down an opinion 
holding that the policy with its rider or 
endorsement constitutes the contract of 
insurance made between the parties and 
where the risk of aviation hazards is lim- 
ited or eliminated from such contract the 
fact that the contract as made is incon- 
testable in no way tends to make il- 
legal the terms of the agreement as 
written by the mutual consent of the 
parties in the policy and endorsement. 

eo a ¢ 

Michigan—Has refused to approve any 
aviation riders thus far submitted. 

Minnesota—Disapproved rider since 
restriction applies during li‘e of policy 
while under Minnesota law restriction 
cannot apply after two years; further, is 
inform of rider instead incorporated in 
policy. Minnesota laws limit riders to 
certain matters covered in statute. 

Missouri—Will approve, provided 
modification made for refund to bene- 
fciary of premiums paid on policy, in- 
stead of payment of reserve. 

Montana—Has not yet ruled on mat- 





clusion of a policy provision, excluding 
the aviation risk, but a rider to the same 
effect will not be approved. T. & P. D. 
and D. I. provisions may contain like ex- 
ceptions. 

North Dakota—Will not approve rider 
containing provision for non-liability for 
stipulated amount of insurance if death 
results from accident due to aviation 
after two years from date of issuance of 
policy. Considers, however, that dis- 
ability and double indemnity provisions 
may contain exceptions. 

Oklahoma—Will not approve; will, how- 
ever, permit inclusion of such exceptions 
in disability and double indemnity pro- 
visions, 

Oregon—Department “making no 
comments relative to use of aviation 
rider in state at this time.” 

Pennsylvania—Refuses to rule on avia- 
tion rider before securing opinion of at- 
torney general. 

Rhode Island—Life insurance forms 
need not be submitted to department for 
approval prior to issuance in the state. 
Therefore, the matter of preparation of 
aviation riders is left to the companies’ 
discretion. 

South Dakota—Department’s ruling of 
Aug. 23, 1929, disapproves the use of 
life policy riders restricting the liability 
of companies in regard to aviation riders. 
Department advises that it will not ap- 
prove rider because of statutory pro- 
hibition, but that it has no objection to 
inclusion in disability and double indem- 
nity provisions. 

*x* * * 

Tennessee—WII object to use of rider 
or provision. However, company may 





BY R. J. M’GEHEAN 
MIAMI, FLA., March 20.—More 


than 200 agents and officials of the Cen- 
tral Life of Iowa attended the two-day 





agency convention here this week. 
Home office executives in attendance 
included Dr. T. C. Denny, president; | 
F, P. Carr, vice-president and general 
counsel; F. C. Wolfinger, secretary; W. 
F. Poorman, actuary; R. C. Campbell, 
assistant secretary, and George T. Car- 


lin, educational director. 

It was announced at the meeting that 
the company is adding an agents’ man- 
ual to the equipment of its salesmen. An- 
nouncement was also made of a new 
monthly income policy endowment at 
age 65. 

Dr. 
sion. 


first 
of 


the 
charge 


presided at 
were in 


Denny 
Others 


ses- 


Mr. 





| business generally. A. E. 


of Washington, D. C., and the talk on 
the C. L. U. degree by Roy L. Davis of 
Chicago, himself a holder of that degree. 

Gold charms indicating membership 
in the Quarter Million Club were pre- 
sented to 11 five with two dia- 
monds, indicating a renewal ratio of 90 
percent or better, and four with one 
diamond, indicating a renewal ratio 
equal to that of the company on its 
Yahr had a 
record of 96.7 percent for 1929. 
of Cleveland wrote 218 
applications and had a renewal ratio of 
96 percent. J. E. Ferguson of Wenatchee, 
Wash., was the leading producer for the 
year. H. E. Kirk of Kansas City was 
reported as having produced an “app a 
weck” for 3 consecutive years, and M. 
R. Nelson of Des Moines for seven 
years. 


agents, 


renewal 
J. B. Lindner 








embody such rider or provision in policy 
to be effective for a term no longer than 


the contestable period, which in any 
event cannot exceed two years. 
Texas—Disapproves use of aviation 


rider, because of statutory provisions. 
Department has no objection to restric- 
tion in disability or double indemnity 
provisions, “provided such restriction 
and exception specifically shows that it 
does not affect nor have any relation to 
the amount of the policy as a life policy 
only.” 

Utah—Under date of Dec. 1929, 
the attorney general ruled that life com- 
panies may insert a clause in their poli- 


or 
wi, 


cies limiting their liability to less than 
the face of the policy in case of death 
resulting from aircraft accidents. The 
rider in question proposed a clause that 
would limit liability to the reserve set 
up against the policy, plus 3 percent in- 
terest, in the event that insured’s death 
occured directly or indirectly from an 
aircraft accident within ten years after 
the policy had been issued. 
Washington—Will approve aviation 
riders containing provisions which ex- 
tend the contestable period beyond two 
years from the date of issuance of the 


| contract. 


Wyoming—Exception specifically per- 
mitted by state laws. 











SPECIAL 
BUSINESS 


COVERAGES 


STABL ' 


AMERICAN C 




















THE NATIONAL 





UNDERWRITER 





March 21, 193 


—.. 
=—= 














LAID UP FOR REPAIRS? 


The Christmas electric train, that 
took each sharp curve of the little track at such head- 
long pace, has lost its speed. There doesn’t seem to be 
anything mechanically wrong with it—it just slowed 


down. 


Unfortunately, this condition is not confined to 
The s 


How often in our own business of selling Life 


mechanical toys. ame thing happens to human 
beings. 
Insurance we see an Agent slow down—and for no 
It is hard to diagnose the trouble. 
His 
case is somewhat like that of the toy train—just 
But, 


reason to assume that he will accelerate again. 


apparent reason. 


He hasn’t lost his ability and training overnight. 


unlike the train, there is every 
All he 


needs is the stimulant of a new idea or the testimony 


slowed down. 


of his friends who are whipping the same problems 


which puzzle him. 


To constantly refresh its representatives with new 


and workable ideas, the Union Central provides a 
clearing house from which each man may select the 


Published 


weekly, the Union Central Agency Bulletin is written 


working plans that most appeal to him. 


largely by the men in our Field Force who use this 
medium to exchange the ideas they have gleaned from 
experience. New material gathered from a single issue 
may be the elixir that will lift a good producer from a 
temporary slump back to his rightful place; or give 


the new man a speedy start in Life Insurance. 


If you are considering a Life Insurance career, the 
Union Central Manager in your city will be glad to let 
you read a current issue of this publication and he will 
tell you also of the many other sales helps that the 


Company provides for its representatives. 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Cincinnati, Ohio 


Established 1867 Jesse R. Clark, Jr., President 











Will Investigate Status 
of Tax on Life Insurance 


TO CONFER AT WASHINGTON 
National Association Adopts New York 


Resolution and Launches Commit- 
tee on Important Work 





NEW YORK, March 20.—Definite in- 
formation is now to be sought regarding 
the tax status of life insurance trusts and 
life insurance estates, both the New 
York Association of Life Underwriters 
and the National association having 
adopted resolutions naming a committee 
to take this matter up at Washington. 
Surrender of large blocks of life insur- 
ance, to be replaced by new insurance 
taken out by wives on their husband’s 
lives, has been frequent of late, largely 
upon the advice of estate experts, and 
the associations seek to end this ill, re- 
garding an exact knowledge of the ap- 
plication of the law as the only cure. 
The New York association recently 
adopted the resolution which was pre- 
sented to the National association at its 
mid-year meeting last week, the latter 
adopting the same resolution and nam- 
ing the same committee, with the addi- 
tion of Roger B. Hull, managing di- 
rector of the national body. The reso- 
lution read as follows: 


Disapprove Surrender 


Whereas there have been a number of 
large insurers who have surrendered 
large blocks of life insurance and re- 
placed with new policies taken out on 
the life of the husband by the wife or by 
other persons upon the theory that 
thereby an ultimate saving in taxation 
would result, and 

Whereas the legal questions involved 
have not been definitely determined and 
considerable confusion has arisen re- 
garding these problems. 

Whereas many attorneys believe that 
the same results can be accomplished 
by assignment or by irrevocable change 
of beneficiary on the old policies and 
that no surrender or replacement is 
necessary. 

Whereas it is feared that unless more 
definite rulings or opinions can be ob- 
tained from the authorities “at Wash- 
ington, the practice of soliciting and ad- 
vising surrender and replacement may 
grow to the detriment of the public, the 
agents and the companies. 

Resolved that the Life Underwriters 
Association of New York City looks 
with disapproval upon this method of 
approach by an agent. 

Resolved that the question be referred 
back to the subcommittee which has 
been studying the matter, consisting of 
William F. Atkinson, chairman; Julian 
S. Myrick and George A. Kederich (and 
Roger B. Hull) with instructions that 
they take such steps either personally or 


by representatives as they deem wise tor 


obtain a clarification on this problem 
from the authorities at Washington. 


National Fidelity Coast Meeting 


The California convention of the Na- 
tional Fidelity Life at Los Angeles, 
March 17-18, was attended by 125 rep- 
resentatives. Officers of the Kansas 
City company present were Presildent 
Ralph H. Rice; Dr. J. W. Wear, medi- 
cal director, and F. E. Young, actuary, 
who spoke. Also on the program were 
Elmer S. Nelson, president Commercial 
Board of Los Angeles and superintend- 
ent of field service Pacific Mutual Life, 
and W. M. Stufflebeam, manager Retail 
Credit Company. A stag dinner was 
attended by chief executives of the Los 
Angeles life companies. Tuesday was 
devoted to discussion and the meeting 
concluded with a dinner and dance. 
California business is managed by E. 
G. Chouteau of Los Angeles, California 
sunervisor. 








Mid-Year Life 
Meeting Held 


(CONTINUED FROM PAGE 3) 

Of particular interest was the series 
of brochures he presented as suggested 
material to put in the hands of local 
business and civic leaders in preparing 
talks for the local meetings. These emj- 
nent local men have a great loca! at- 
traction, but of themselves they knoy 
nothing of the business and have noth. 
ing concrete to say. Thus, Mr. Oakes 
suggested these elaborate brochures for 
all types, such as editors, ministers, law. 
yers, manufacturers, bankers, women’s 
club presidents and such. 

Mr. Hull, in his report, showed the 
half year progress, with the National 
association now active in its several new 
enterprises, such as monthly house or 
gans for local units, direct-by-mail con- 
ferences with membership, educational 
work and, in his own case, the 10,00 
mile transcontinental speaking tour just 
concluded, with 36 states visited. It has 
been a six months of progress, and plans 
for a still greater future are now un- 
folding. 

Emphasis on Education 


The report of the educational con 
mittee by its chairman, Miss B. B. Mac. 


farlane, ‘showed progress in develoy 

local interest in this phase of the bus. 
ness, though stressing the need for 
greater. efforts on this item. Through- 


out the series of reports, the increased 
emphasis on educational and _ training 
needs, to further develop and improve 
life underwriting, was apparent. 

A resolution was adopted calling on 
life underwriters to avoid surrender oi 
life insurance for the rewriting under 
new plans to avoid taxation, a special 
committee being named, coincident with 
the action of the New York associa- 
tion, to investigate the matter and searcl 
out the actual legal status of this mat- 
ter at Washington. In view of the 
great increase in life insurance trust 
plans and other large cases where taxes 
have seemed to be avoided by having the 
wife take out insurance, many managers 
and agents have been greatly aroused 
by this. 

Views on Investments 


Another resolution was tabled, indi- 
cating an opposite view by the national 
executive committee from that of the 
Baltimore association on the matter o! 
life company investments. Recently, the 
Baltimore association adopted a re sol 


tion disapproving liberalization of in- 
vestment laws and circularized all local 
pean a a with this resolution, last 
week bringing it before the national 
body for approval. It was tabled. how 
ever, indicating that members of the 


executive committee are not in favor 0! 
such action, either by local associations 
or by the national unit. 

Work on Toronto Program 


The day following these meetings © 
the officials there was a meeting of the 
program committee for the Toronto con 


vention, with a large attendance from 
both this country and Canada. Mr 
Whatley, Mr. Hull and Leon Gilbert 
Simon, chairman of the committee, Te? 


resented this country, and Eric Chow® 


of the Canadian association, J. H. Castle 
Graham of the London Life, and Gor 
don Ramsay of the Canada Life repre 
sented the Canadian half of the pr 
gram. No speakers were announced @ 
yet, but the details of progran ore) 
ture were rounded out and another jom 

meeting set for Toronto on May 20 


Wilber V. Woolen in New Post 


Wilber V. Woolen, formerly of 
dianapolis, where he was Indiana supe" 
visor for the Connecticut General, 
joined the Provident Life & Accide® 
of Chattanooga as field supervisor. i 
has been in insurance since 1924, ™S 
with the Travelers as Indiana supe 
visor. 
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NEWS OF THE COMPANIES — 








CONTINENTAL HAS BIG MONTH 





St. Louis Company’s February Business 
30.7 Ahead of That for Same 
Month Last Year 





In February the Continental Life of St. 
Louis, wrote 30.7 percent more business 
than in the same month of last year. For 
January and February combined the gain 
was 27.8 percent. 

During February the St. Louis agency 
produced $725,970. Robert Cleland was 
the best personal producer with a total 
of $135,000 while D. M. Weintraub was 
his chief competitor with $119,500. The 
Martin T. Navin agency of Chicago 
came through with $277,500 in February 
while the Salt Lake ‘City branch pro- 
duced $149,000, ranking third among the 
agencies. February was the greatest 
month in the history of the St. Louis 
branch office. It produced 269 applica- 
tions during the month. 

The St. Louis agency celebrated its 
success in “Mays Month” with a ban- 
quet. The guests included President Ed 
Mays, Vice-President J. DeWitt Mills 
and Dr. Roy Ivan Johnson, principal of 
the Peabody School of St. Louis. Man- 
ager John L, Kelly was the toastmaster. 





Southland Life 


Two changes were made in the direc- 
torate and the official tamily of the 
Southland Life at the annual meeting. 

B. Seay was named vice-president 
and treasurer, having recently returned 
to active duty after several years spent 
in the Rio Grande valley. Morton Big- 


ger, who became assistant secretary 
when the Southland took over the 
American Life of Dallas, was added to 
the board. President Harry L. Seay 


presented his annual report showing in- 


; tion, 





surance in force of $157,506,375, an in- 
crease of $26,344,343; admitted assets of 
$18,191,171 and payments to policy- 
| holders and beneficiaries, $1,818,369, 





Reliance Breaks Record 


With a gain of 30.1 percent over 
February, 1929, the Reliance Life of 
Pittsburgh last month experienced its 
largest volume of written life insurance 


for any February in its history, The 
total was $11,493,663 in addition to a 
substantial increase in accident and 
health policies. James F. Malone, for- 


mer president of city council and a can- 
didate for mayor last fall, in his first 
month with the Reliance led salesmen 
of western Pennsylvania with $201,500. 


All-States Life 


The All-States Life of Montgomery 
has been found to be in excellent condi- 
according to a report on the bi- 
ennial examination completed by Frank 
M. Speakman, insurance department 
actuary, Commissioner George H. 
Thigpen wrote President Ben W. Lacey 
a letter of congratulation for the show- 
ing. 








American Home Life 


The American Home Life of Topeka 
now has $1,636,446 in assets and $10,- 
148,447 of business in force. The Amer- 
ican Home was formed in 1918 by 
merger of the Kansas Mutual, the New 
Century and the American Mutual. It 
has increased its business in force 101 
percent and its admitted assets 226 per- 
cent since that time. F. P. Metzger is 
president. 





Minnesota Mutual 


The close of the first quarter of 1930 
will see the Minnesota Mutual well ad- 


its goal of $60,000,000 
for the year. The first two months ap- 
proximately $15,000,000 was written, a 
gain of 250 percent over the same pe- 
riod last year. 

The 50th anniversary campaign has 
as its objective $200,000,000 in force by 
the time of the anniversary convention 
early in July at Colorado Springs. 


vanced toward 





Peoria Life 

The Peoria Life is now well past the 
$200,000,000 mark in insurance in force. 
That was a notable point in the history 
of the company. It passed the mark 
the last week in January, as the Feb. 1 
figures showed $200,894,071 in force. 
The Peoria Life was founded in 1908. 
It had $26,000,000 in force in 1918. It 
passed the $100,000,000 mark in 1924, 
16 years of age. Early in 1928 when 
it was 20 years old it passed the $150,- 
000,000 mark. 


Form Country Club 


Seventeen agents of the Central Life 
of Illinois, who wrote more than 100 
applications in 1929, organized the Cen- 
tury Club during the company’s con- 
vention at Panama City, Fla. L. S. 
Broaddus, home office general agent, is 
arranging the details of the club. Among 
the spectacular performers in the Cen- 
tury Club are John T. Wood of Na 
who wrote 205 applications; a. on 
Dewey of Michigan, with 193; W. C. 
Hunter of Texas, with 178. 





Company Notes 











The United Fidelity Life will apply for 
license in Oklahoma. 

The Continental National Life of Den- 
ver has been licensed in Arkansas. 

The Excelsior Life has appointed 
Charles J. Ciceri manager of its Montreal 
uptown branch. 


THE try-angle is the right angle for a 





salesman, 





Tri-State Men 
Hold Congress 


(CONTINUED FROM PAGE 5) 
ties of life underwriters today is plain 
opportunism and nothing else. 

‘We are superficial when we pre- 
sent our commodity such as it is to the 
buying public in the manner in which it 
is being presented. You are opportu- 
nists because chiefly among other rea- 
sons you don’t spend enough time in 
cold hard thinking along basic principles; 
not how to sell a life insurance policy 
tomorrow, but what your business is, 
what your problem is, what the most 
practcial and quickest solution of that 
problem is. 

“Now in a tremendous number of 
cases, every sale that a life underwriter 
makes is largely an isolated event. Each 
sale ought to add to your ability as a 
capable insurance estate adviser. If it 
doesn’t do that, it fails as a selling plan.” 


Battery of “Big Leaguers” 
Other speakers at the congress were: 
Ralph W. Neal, president Camden as- 
sociation; Herbert H. Smith, president 
Harrisburg association; William M. 
Duff, Pittsburgh, Equitable Life of 
New York, “The Agent’s Personal Pro- 
gram;” Holgar J. Johnson, Pittsburgh, 
Penn Mutual, “Creative Selling;” I. S. 
Kibrick, New York Life, “How I Sell 
Partnership Insurance;” J. Elerick Will- 
ing, chairman Philadelphia association; 
James W. Edgerton, president Trenton 
association; Louis F. Paret and Edwin 
Sumner, “Sales Resistance,” a sketch. 


Ask M. W. A. License Be Revoked 


Garfield W. Brown, 
sioner, is considering the request of sev- 
eral hundred members of the Modern 
Woodmen to revoke its license in Minne- 
sota. A spirited meeting was held at St 
Paul at which the proponents of the 


Minnesota commis- 








50th Anniversary Campaign 
Breaks Records at Start 


Right at the start of its 50th ANNIVERSARY 
the Minnesota Mutual made a record that will be 
equalled by few business institutions in the country 
—January and February production was 250% of 


the same period in 1929, 


Results are directly attributed to the esprit de 
corps of the Minnesota Mutual Field Force—and to 
a plan of selection, supervision and training of men 
which in 8 years has increased the average produc- 
tion of fulltime men 40%. 


There are openings for men of character to 
build successfully under our liberal contract and ad- 
ditional conservation and development allowance. 


MINNESOTA MUTUAL 


LIFE 


INSURANCE COMPANY 
St. Paul Minn 


petition stated their case. 





































THE NATIONAL 





UNDERWRITER 





March 21, 1930 


















THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 








Published every Friday 


Seraaet, and New od EDWARD 
LEVERING CARTWR 


CINCINNATI Ne 420 E. Fourth St., 
NER THORP, JR., Di 


y THE Pe Wen UOEROTTE pes COMPANY, 
GEMUTH, Secretary; HOWARD J. BURRIDGE, Vice-President and 


NORA VINCENT PAUL, Vice-President; as AM A. SCANLON, 
GEORGE C. a rMotT and O. E. SCHW 
Cc. M. CARTWRIGHT. 


FRANK A. POST, Assoc 


DALE R. SCHILLING, Associate Editor 
PUBLICATION OFFICE, A1946 Soopeanee sentone Main 5 CHICAGO. Eticis Wabash 2704 
Manager. 


OHN F. ws 
neral Manager: 


EMUTH, President; 


ARTZ, Associate Managers 
itor 


on. ESE S ICHMAN, 





care: yon OFFICE 
80 Maiden Lane, Tel. John 1032 
EMERSON SMITH, Eastern Manager 
GEORGE A. WATSON, Associate Editor 
CHESTER C. NASH, JR., Associate Editor 


1517 First National Bank Building 
R. J. McGEHEAN, Resident Manager 
SOUTHWESTERN OFF es. TEX, 


515 Marvin Bldg., Tel. 2-6570 
J. F. GRAHAM, Resident Manager 


SOUTHEASTERN OFFICE—ATLANTA, GA. 


SAN FRANCISCO OFFICE 
105 Montgomery Street, Room 907, Tel. Kearny 3054, FRANK W. BLAND, Resident Manager 


Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill., Under Act, March 3, 1879 


DES MOINES OFF 
313 lows Natl Bank Bidg., re 4-8712 
R. E. HEATH, Resident Manager 


NEW ENGLAND OFFICE—BOSTON 
40 Broad St., Room 624, Tel. Liberty 7973 
J. M. DEMPSEY, Resident Manager 


DETROIT OFFICE 
848 Book Building, Tel. Cadillac 0004 
oO. . KOENIG, Resident Manager 


HILADELPHIA OFFICE 
412 Land Title Bidg., Tel. Rittenhouse 3654 
W. J. SM Hi Resident Manager 











Subscription Price $3.00 a year; in Canada, $4.00 a year. 
In Combination with The National Underwriter Fire and Casualty, $5.50 a year; Canada $7.50 


Single Copies 15 cents. 

















A Lesson in Bureaucracy 


Tue NationAL UNDERWRITER experi- 
enced recently an example of federal 
bureaucracy, which should be interesting 
to insurance men as illustrative of what 
might be expected of government man- 
agement of enterprises which are now 
in private hands. 

About five years ago one of our ex- 
ecutives observed mail carriers burdened 
with bundles of THe Nationa UNDER- 
writer, which they were transporting 
from the postoffice in Chicago to the 
Insurance Exchange building for dis- 
tribution in that structure. He suggested 
as a relief measure for the carriers, that 
the Insurance Exchange circulation be 
brought directly to that building, after 
being weighed by postal authorities, at 
the printing plant, which is done on pub- 
lication night. Carriers might then 
distribute the journal throughout the 


building without carrying the load 
through the streets from the postoffice. 

Recently an inspector declared that 
the system was irregular and ordered 
restoration of the former method. It 
was immaterial to THe NATIONAL UNDER- 
WRITER— the same delivery being pro- 
vided for readers in the building under 
either plan—but our circulation depart- 
ment protested in order to relieve 
carriers of that unnecessary load. Pro- 
tests have been unsuccessful. It means 
carriers are burdened with carrying 250 
pounds of mail each week because of 
purely a technical holding of a bureau- 
crat. 

Private business operating under ill- 
ogical, inflexible, and wasteful regula- 
tions of this kind would soon succumb 
to enterprising competitors, and very 
properly should. 


Where Do the Incomes Go? 


No MAN likes to pay a tax, however 
great a patriot he may be. Yet the aver- 
age American today does pay, and without 
a deal of grumbling, an income tax to the 
federal government (exclusive of state 
taxes of a similar nature), which is prac- 
tically equal to the total life insurance 
premium income of the nation as a whole 
—and in some states, such as New York, 
the tax payments to the federal government 
are considerably in excess of insurance 
payments. ‘These life insurance premiums 
are, in most cases, a pleasure, rather than 
a tax, and yet thus far the American public 
has not been sufficiently sold on this pleas- 
ure—and obligation—to warrant recogni- 
tion even on a par with the income tax 
payment. 

The income possibilities and the conse- 
quent life insurance budget possibilities are 
clearly indicated by such comparisons. If 
the federal income tax exceeds life insur- 
ance premium payments, the balance of 
available income is readly seen. Today 
the federal income tax has been reduced 
to a truly small percentage and is not the 
burden it was in early post-war days. The 
nation’s income, based on that, is at a 


tremendous figure. And yet the life un- 
derwriter has been able to put his “com- 
modity” into the budget only on this very 
small percentage. 

Figures often tell a story that words do 
not. In this case, the Internal Revenue 
Bureau tells this interesting story: For 
the year ending June 30, the nation col- 
lected $2,331,109,000 in income tax and 
total internal revenue collections were 
$2,93'7,660,000—while the nation paid life 
insurance premiums, exclusive of indus- 
trial of $2,600,000,000 in 1928 and $3,206,- 
973,756, including industrial. In New York 
state the comparison is even more striking, 
as the tax total was $744,529,000 and rev- 
enue total was $843,312,795, compared with 
a premium total in 1928 of only slightly 
over $528,000,000, ordinary, group and in- 
dustrial combined. 

The onus of all this is merely that the 
life agent has not soratched his field till 
he has put the life insurance “tax” at least 
a margin ahead of the income tax—and 
certainly to be properly pro-rated, it ought 
to be many times over the sum paid as a 
negligible percentage on total income. 
Incidentally, this is not a bad sales argu- 
ment. 


Should Know One’s Own Business 


THERE are some people who seemingly 
know a lot about every other business 
but their own. They can talk fluently 


they should be conducted and yet they 
are not making much of a success in 
their own line. Just another case where 


about activities in other lines, tell how a little more study would go a long way. 





PERSONAL SIDE OF BUSINESS 
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Mrs. Ida Shuff, wife of John L. Shuff, 
former manager and now general agent 
of the home office agency of the Union 
Central at Cincinnati, was struck by an 
automobile recently and suffered a pain- 
ful scalp wound. 


Bruno Fink, Milwaukee agent for the 
Massachusetts Mutual Life and one of 
the most successful life underwriters in 
Wisconsin, died at his home last week 
at the age of 70, after an illness of six 
weeks. 


Following a brief illness, William L. 
T. Rogerson, first vice- -president of the 
Life of Virginia, died at his home in 
Richmond in his 71st year. He entered 
the service of the company in 1882 in 
Petersburg as an agent. He was made 
supervisor for Louisiana when the 
company entered that state, with head- 
quarters in New Orleans. He was 
transferred to the home office some 30 
years ago and made secretary. Subse- 
quently he was advanced to vice- presi- 
dent. In 1926 he was made first vice- 
president. He was widely known as a 
leading authority on industrial insur- 
ance. His son, Charles A. T. Rogerson, 
joined the forces of the Life of Vir- 
ginia a few years ago and is now work- 
ing his way up in the home Office. 


E. H. Lupton, Jr., president Bank 
Savings Life of Topeka, has been con- 
fined to his home by illness for a few 
weeks. He is now well on the road 
to complete recovery and expects to be 
at his desk again in a few days. 


Miss Jeanne Keesling, daughter of 
Francis V. Keesling, vice-president and 
general counsel of the West Coast Life, 
and niece of Congressman Fred A. Brit- 
ten of Illinois, enjoyed the honor of 
christening the mavy’s newest and 
largest submarine, the V-6, at Mare Is- 
land navy yard, California. 


John M. Stahl, former president of 
the Farmers National Life of Chicago, 
who retired from life insurance work a 
few years ago, is soon to have in the 
hands of Longman Green & Co., pub- 
lishers, a book on the development of 
the middle west, which will embody 
many of his own experiences. He says 
that when he completes his manuscript 
he will take a walking trip through 
England and Scotland. Mr. Stahl is 
credited with being the first to propose 
the idea of rural free delivery in this 
country. He was born in a log cabin 
in Illinois and at 19 was editor of the 
“Ohio Farmer.” 


Miss Miriam Celia Hamilton, daughter 
of Isaac Miller Hamilton, president of 
the Federal Life of Chicago, and a direc- 
tor of that company in her own name, 
will graduate from Vassar this June. Mr. 
Hamilton secured her election to the 
board when she was 15, after the death 
of her mother, as a means of diverting 
her mind, and ‘although she is not yet 21 
she is: well informed on the company’s 
policy. 


Ray Yenter, Iowa commissioner, re- 


cently proved to be a bad risk for a 
holdup man who attempted to “sell” the 
official at the point of a gun. The gun- 


man discovered a sudden and emphatic 
“sales resistance’ which disheartened 
him very quickly. Commissioner Yenter, 
so the story goes, was motoring when 
he came to a blockade or a stalled car. 
He hopped out to ascertain the trouble 
and walked unsuspectingly into the trap. 
At the first sight of the gun, the com- 
missioner canceled that risk “short rate,’ 

taking the gun away from the highway- 
man. The man ran like a scared deer 
and the last-sight of him on the horizon 
was of wildly waving arms and legs 
carrying him some place else—fast. 
Commissioner Yenter was in command 
of Battery F, 126th Field Artillery, 57th 
Artillery Brigade in the war, was under 


‘the Protective Life. 





fire several times although ‘his outfit 
arrived in France only shortly before the 
armistice, and “saw and heard,” he says, 
“in a very short time enough to last me 
the rest of my life.” 


B. F. Hadley, vice-president and sec- 
retary of the Equitable Life of lowa, 
has his name carried down to the third 
generation. His son, B. F. Hadley, Jr 
is located at Columbus, O., being a 
member of the Paugh & Hadley general 
agency of the Equitable Life of Iowa 
at Columbus. Now B. F. Hadley III 
has arrived at the Columbus household, 


Lorry Jacobs of "the Southland Life, 
governor of the tenth district, Advertis- 
ing Federation of America, has been 
named one of the four national chairmen 
for attendance at the coming convention 
of the Advertising Federation of Amer- 
ica to be held in Washington, May 18-21, 


Col. W. E. Talbot, agency manager of 
the Southland Life, has been busy or- 
ganizing the bureau which will take the 
census of the Dallas district. 


H. O. Wilhelm of Omaha, state man- 
ager for the Northwestern National Life, 
has returned to his office after several 
weeks’ illness, 17 of which were spent 
in a hospital iotlowing an operation. 


Harry L. Conn, Cobensbun, O., general 
and insurance lawyer and former insur- 
ance superintendent of that state, is re- 
ported to be planning to leave Columbus 
and to return to Van Wert, O., his old 
home and the locality in which he broke 
into the legal profession. Judge Conn 
has many interests in Van Wert, among 
other things being president of a bank. 
He is now in California. 


Mrs. Charles R. Bricken, wife of 
Judge C. R. Bricken of the Alabama 
court of appeals, has gone into the life 
insurance business and is agent with 
She has been prom. 
inent in women’s club work and civic 
affairs, and was in charge of the wom- 
an’s department at the Alabama state 
fair. 

Dr. Frank Piper has been appointed 
chief medical director of the Boston 
Mutual Life. He succeeds Dr. P. G. 
Brown, resigned, and goes to the Boston 
from the John Hancock Mutual Life 
medical staff where he has had long and 
valuable experience. 


The figure 13 has no terrors for 
Stephen Matyas, general agent of the 
Ohio State Life at Hazelton, Pa. On 
March 13 he sent in 13 applications for 
insurance totaling $13,000. 

Jesse A. Todd, Oklahoma City gen- 
eral agent for the Central Life of lowa 
and secretary of the General Agents & 
Managers Association, is on a two 
weeks’ visit to Florida, accompanied by 


Mrs. Todd and their son, Jesse A. Todd, 
Jr., and C. B. Webb, special agent tor 
the company. Before returning the 


party will visit Havana. 

President Walter L. Talbot of the Fi- 
delity Mutual Life left Philadelphia this 
week to visit a number of the mid-west 
ern agencies. Vice-President Frank H. 
Sykes is making an extensive tour 0! 
southern agencies and will swing back 
to Philadelphia via the Mississippi val- 
ley. 


A. C. Larson of Madison, Wis., stat¢ 
manager for the Central Life of lowa, 
is expected to return about April 1 with 
Mrs. Larson after a winter in the south. 


J. B. Reynolds, president of the Kat 
sas City Life, will celebrate his 5oth 
birthday March 22. Mr. Reynolds ha 
been president of the Kansas City Lii¢ 
for 26 years. 
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LIFE AGENCY CHANGES 














TWO NEW GENERAL AGENTS 


Northwestern Mutual Appoints G. C. 
Baldwin in Montana, C. R. Garrett 
at Fort Dodge, Ia. 


The Northwestern Mutual Life has 
appointed G. Clyde Baldwin general 
agent in Montana, succeeding Sam D. 
Goza, who for 40 years has been a rep- 
resentative of the Northwestern Mutual, 
for the past 28 years being a general 
agent, and who wished to retire and 
give his entire time and effort to the 
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c. R. JARRETT 


production of personal business. The 
general agency headquarters will be 
moved from Helena to Great Falls, in 
the First National Bank building. Mr. 
Baldwin has been with the Northwest- 
ern Mutual for 12 years, under E. A. 
Crooks at Idaho Falls, Ida. 

C. R. Garrett has been appointed gen- 
eral agent at Fort Dodge, Ia., succeed- 
ing W. M. McKercher, whose retirement 
becomes effective March 31. Mr. Mc- 
Kercher has served as general agent for 
the company for 27 years with head- 
quarters at Sioux City, giving loyal and 
valuable service to agents and policy- 
holders. He will devote himself to per- 
sonal] production. Mr. Garrett has been 
with the Northwestern Mutual for more 
than ten years as district agent under 
]. C. Garland, being one of the leading 
producers in Iowa. 


George Neale 


Neale of the firm of H. H. 
Neale & Son has been appointed agency 
manager at San Diego, Cal., for the Na- 


George 


Center, G. A. Withers, and Tulsa, J. G. 
Brinkley. 


James U. Cullen 


James U. Cullen has been appointed 
supervisor in southwestern Texas for 
the Central States Life with headquar- 
ters in San Antonio. Mr. Cullen was 
formerly director of the agency service 
department. 


Frank M. Hays 


Frank M. Hays has been appointed 
general agent for the State Mutual Life 
in Memphis. Mr. Hays succeeds the 
late Samuel L. Calhoun. Mr. Hays was 
born, educated and has spent his life 
in Memphis. 


Gerald F. McKenna 


Gerald F. McKenna, whp recently 
resigned as assistant manager of the 
Equitable of New York in San Fran- 
cisco, will become associated with the 
Penn Mutual Life. 


S. G. Coates 


S. G. Coates, for several years man- 
ager of the life insurance department 
of the Evarts-Tremains-Flicker Co., 
Cleveland, northeastern Ohio managers 
for the Fidelity Mutual Life Insurance 
Co., has resigned to become branch 
manager for the Continental American 
Life. Mr. Coates will have offices at 
1183-84 Union Trust building, Cleve- 
land, and will cover northeastern Ohio. 

Mr. Coates has made a splendid rec- 
ord for personal production in addition 
to his agency work. He is a retired 
colonel in the British army,”a war ace 
with 27 enemy planes officially to his 
credit, and was in active service through- 
out the world war. 


Paul B. Hannon 


Paul B. Hannon has been appointed 
manager of the Northwestern National 
Life at Youngstown, O. He has been 
in life insurance for the last four years. 
He is 29 years old and is well known 
in his city. 

William E. Field 

William E. Field is to take charge of 
the life insurance department of the 
general agency of Gilmour, Rothery & 
Co, of Boston. He is resigning as man- 
ager of the ordinary department of the 
Prudential at Providence. He has had 
an all-round life insurance experience 
and is a chartered life underwriter. 


Edward S. Gronau 


The North American Life of Toronto, 
has appointed Edward S. Gronau, who 








1 Life, U. S. A. Mr. Neale is well | 
connected in insurance and banking cir- 
les in the southern California section. 
Manley N. Randolph, supervisor of 


agencies for the company, now active in 


Ten Agencies for Illinois Life 


_The southwestern department of the 
inois Life comprising Missouri, Kan- 
nd Oklahoma has been divided into 
istrict general agencies. This ar- 
angement was made in view of the 
tath of Roger Davis, late director of 
t ithwestern department. 

lvan F. Ukele has been designated 
‘isional manager in Kansas City, 
h is headquarters for three of the 
* divisions. George Hanna re- 
s his title of city manager and Evan 
ugh is still agency manager. The new 
“visions are Wichita, under the man- 
ership of W. A. Bachman; Hutchin- 
\" under R. B. Daniel; Butler, under 
N. 1 Coonrod; Springfield, M. E 
Topeka, J. W. F. Hughes; Clay 























joined the Montreal branch last Sep- 
tember, manager there. Previously he 
was manager for Quebec province for 
the Northern Life. 


Harold A. Miller 


Harold A. Miller, agent of the Mu- 
tuai Life of New York at Atlantic, Ia., 
has been made district manager at Coun- 


cil Bluffs. He leaves his agency at 
Atlantic in charge of his sister, Miss 
Ellen Miller. 


John Beber 
John Beber has been named branch 
manager at Council Bluffs, Ia., for the 
Johr Hancock Mutual Life, succeeding 
A. C. Deck, who has been transferred 
to Omaha. 


R. L. Stockman 


R. L. Stockman, formerly of Sioux 
City, Ia., has been made agency super- 
visor for the Equitable of lowa for the 
Nebraska state agency, becoming asso- 
ciated with A. E. Wilder, state manager 
at Omaha. Mr. Stockman is a grad- 
uate of the University of Iowa. Dur- 
























Enthusiasm— 


(Advertisement II of a series) 


Much of the success of ancient gladiator armies 
as well as modern day organizations depended 
upon the enthusiasm of its personnel. Enthusiasm 
will carry an object to completion when all other 
factors fail. 


Since 1902 when the Shield Men of the National 
Life and Accident enthusiastically started on 
their first million, this feature has always been 
noticeable in representatives of this organization. 
Shield Men have always received enthusiastic 
help from the home office—everyone is working 
for the same ultimate good and with this spirit of 
enthusiasm present the National Life and Acci- 
dent has overcome all obstacles and has reached 
its dominant position. Today the slogan “We 
Shield Millions” is nationally known. 


These enthusiastic representatives find it worth- 
while to wear the Shield button. 


It pays to be a Shield Man! 
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MISSING LINKS 


This has nothing to do with Anthro- 
pology. 


Nor has it anything to do with chazns, 
either anchor or watch. 


The missing links to which reference is 
made are those sun-bathed golf courses 
“somewhere in the South.” 


Hundreds of followers of the game are 
envying those who play while they are 
working, when they, too, might be 
bouncing the ball around. 


A Prudential Endowment Policy 
at Age 60 Means Vacations 
When They’re Needed Most. 


Che Prudential 


Insurance Company of America 





EDWARD D. DUFFIELD, President 


Home Office : Newark, New Jersey 







































Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS 





Life Health “Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 





Onto - InpiaNA - Micnican - Kentucky - PENNSYLVANIA 
West Vircinia - Texas - Oxtanoma - CaLirornia - ILuinots - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 


ing the ten years he has been in the life 
insurance business, he has devoted most 
of his time to organization work, hav- 
ing served as field supervisor and su- 
perintendent of agents for a mid-western 
company. 


Fred W. Koch 

Koch has been appointed 
supervisor for the St. Louis branch of- 
fice of the Lincoln National Life. He 
was with the Lincoln National for six 
months in 1929, during that time paying 
for $600,000 of new business. He tor- 
merly was with the Farmers & Bankers 
of Kansas. 


Wieder-Rothchild Agency 


A. H. Wieder and L. S. Rothchild are 
operating as the Wieder - Rothchild 
agency in Paris, Ill, for the Great 
Northern Life. Mr. Wieder has repre- 
sented the company in Paris for several 
years, while Mr. Rothchild has been a 
Springfield, Ill, agent. 


R. T. Curtis 

R. T. Curtis is the Penn Mutual’s new 
general agent in New Haven. He suc- 
ceeds L. C. Slayton, who is retiring 
because of ill health after 30 years’ serv- 
ice in New Haven. Mr. Curtis is a 
native of Akron, O. He has been presi- 
dent of the Akron Life Underwriters 
Association and for three years was 
special agent for the Equitable in Akron. 


L. D. Ginger 


The Atlanta Life has appointed L. D. 
Ginger general agent for Indianapolis 
and surrounding counties. Mr. Ginger, 
who has made his home in Indianapolis 
for many years, has had several years 
experience in life insurance work and 


Fred W. 








has achieved a commendable record as , 
personal producer. 


L. C. Cook 


L. C. Cook, formerly with the Equita. 
ble Life of New York at Evansville 
Ind., is the new manager for the 
Equitable at Dayton. He _ succeed 
Harry D. Peter, who has been appointed 
the Equitable’s manager at Cincinnati, 








American Standard Appointments 


Hall S. Crain, agency director 9 
the American Standard Life of Birming 
ham, has appointed the following 
general agents: Henry G. Baker, Mj. 
ami; Ed Lindley, Red Bay, Ala.; L. A 
Bentley, Goodwater, Ala.; R. A. Moses 
Fulton, Miss.; W. T. Lowery, Jr., Pon- 
totoc, Miss., and S. L. Sledd, Grenada 
Miss. 


R. J. Jones, W. M. Loring 


R. J. Jones and W. M. Loring have 
been appointed state managers in Okla. 
homa for the Kansas Life. They suc- 
ceed C. W. Fowler of Oklahoma City 
who has resigned. Mr. Jones and Mr 
Loring will have offices at 404 Harn 





buillding, Oklahoma City. 
C. K. Waddill 
The National Life, U. S. A., an- 


nounces the appointment of C. K. \Vad- 
dill as agency manager in western North 
Carolina. Mr. Waddill will maintain his 
headquarters at Charlotte. 





R. R. Barnhardt, who recently resigned 
as district manager in Portland, Ore 
for the Metropolitan Life. has opened of- 
offices at 704 Bedell building, where he 
will handle life. accident and genera! in- 
surance. Associated with Mr. Barnharidt 
is C. M. Thomas. 














EASTERN STATES ACTIVITIES — 











BILL INCREASES MAXIMUM 





New York Mesaure Would Raise Limits 
on Insurance Obtainable With- 
out Consent of Insured 





A radical amendment to the insurance 
law relating to policies purchased with- 
out the consent of the insured has been 
introduced in the New York legislature 
as a departmental measure. The bill ap- 
plies chiefly to industrial policies. The 
amount which may be purchased on the 
life of a child under 1 year is increased 
from $20 to $100; between 1 and 2 years 
from $50 to $200; between 2 and 3 years 
from $75 to $300; between 3 and 4 years 
from $100 to $40; between 4 and 5 years 
from $130 to $500. 


Erie Agency Honored 


James Lee Loomis, president of the 
Connecticut Mutual Life, gave a lunch- 
eon in Erie, Pa., for members of the 
Walter L. Blossom agency, in recogni- 
tion of the Blossom company’s record 
in achieving the greatest increase in per- 
centage of sales in 1929 over 1928 of 
all Connecticut Mutual representatives. 
Representatives of the Blossom com- 
pany in northern Pennsylvania and west- 


ern New York were guests at the lunch- 
eon, at which Walter L. Blossom, agency 
head, presided. 





Loomis Attends Baltimore Dinner 


James Lee Loomis, president of the 
Connecticut Mutual Life, and Leslie 
Martin, assistant secretary, were the 
guests last week of Warren K. Ma- 
gruder, Baltimore general agent, at an 
agency dinner. Mr. Loomis and Mr 
Martin both spoke. 





Wells Agency Gets Trophy 


The Friend L. Wells agency of the 
Aetna Life in Baltimore has been 
awarded the President's Trophy for the 
central region for sales supremacy in 
1929. In awarding this trophy not only 
is the percentage of increase considered, 
but also new organization, lapses and 
general efficiency. 





Buffalo Sales Show Gain 


Sales of life insurance by Buffalo, 
N. Y., agencies for February showed 
a gain not only over the same month of 
last year, but also over January of this 
year, with four more business days. Fol- 
lowing are the totals: February, 1930, 
$9,535,83; February, 1929, $8,913,477; 
January, 1930, $9,254,323. 
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CENTRAL WESTERN STATES 














HAS 13 YEARS TO FILE CASE 

Court Rules That Statute of Limita- 

tions Begins After Disappearance 
Waiting Period Ends 





LANSING, MICH., March 20.—An 
interesting ruling on the statute of lim- 
itations in connection with the legal 
presumption of death after disappearance 























for seven years has been made by the 
Michigan supreme court in the case of 


Griffin vs. Northwestern Mutual Life 
William R. W. Griffin in 1915 booked 
passage on a boat from New Y rk to 


Boston. His baggage was carried to 
his stateroom and the key turned over 
to some one, presumably Griffin, but 
he was never heard from again. The 
statute of limitations applying to the 
policy in Michigan is six years. Added 
to the seven years required for the = 
sumption of death, this made a period 
of 13 years from the time of his dis- 
appeerance. Within that time the widow 
| brought suit on a $10,000 policy in the 
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ord as Northwestern Mutual. The trial court | fective April 1 as associate to William 


“B® dismissed the suit, but this is reversed | Rothaermel, superintendent of agents in 
by the supreme court, which rules that | the central district, will have charge of 
n equity, it could not be held that the | this _ institution. Dr. Van Arsdall 
f statute of limitations was running dur- | started a regular field school in the Chi- 
Equita. § jng the period which she had to wait in | cago district on Monday, the attendance 
ansville Forder to establish the presumption of | being about 100. It is planned to hold 


for the B® death. A new trial was ordered. four of these schools in Chicago each 
ucceeds —€, year and in the fall there will be a one 
— NEW DIRECTORS NAMED — — course on advanced 
se Saies ¢ g . 
FOR INDIANA FEDERATION | **SS™@nshil 
ents ds ' € thet , C. L. U. Course at Toledo HIS well-filled litera- 
ttor oj t the annual meeting ‘ . ia ‘ ‘ 
Cte m:. aoe a ft the eee ee Deets Sponsored by the Toledo Life Un- ture rack bristles with 
th on indi i, a new executive committee w : derwriters Association, the University werd ae te. 
a, —_ I as follows: Elbert Storer Bank- of the City of Toledo has arranged an ee aims, on enny 
ag Mi- ~~. Life. chairman: W. J. Henshaw, | @Sufance course particularly designed to display, are most, but not 
i A Commercial Union: O. L. Mummert | ‘Tim, men for the C, L. U. examination. all, of the sates messages 
ose iond - Guarantee '& Accident: Joseph Realizing that life insurance is a tre- that belp NY NL agents 
> i\ Cticknew fecal agent: |. J. Fitz- | mendous economic and social factor, the turn prospects into clients. 
renada wer Grain Dealers National Mutual | C°Urs¢ has been included in the regular 
Fire, all of Indianapolis; E. F. Johnston, collegiate curriculum. Seniors in the 
; orth western Mutual Life, South Bend; college will be permitted to enroll in 
Fred Richardt, local agent, Evansville: the course, and will be given collegiate 
gz have B Georce P. Gufiin, of Guthe & Moucy credit for an advanced economic subject 
1 Okla. @ Gary; A. L. Jenkins, Richmond, pres'- with = completion of the course. 
ey suc- MM dent Indiana Association of Insurance| Marion T. Watson, general agent of the 
State SMatusl Life and past president of 


a City, Agents. Mr. Stickney was also elected 
the Toledo association, has been made a 


1 Mr Ee - 
nd Mr. & sational counsellor to the United States 
Harn @ Chamber of Commerce. member of the faculty and is conducting ; 
In the course of a discussion the sen- | the classes. 


timent was expressed that the federation , 
should be an association of organizations Luckey Gives Trust Course 





\.. an- Mg rather than of individual members. H. A. Luckey, special agent of the 
. Wad- ——— New England Mutual at Indianapolis, 
North Equitable Courses Are Held has completed a course of six weekly 
ain his e 5 i lectures on “Insurance Trusts” under 
Dr. George B. Van Arsdall, director | the auspices of the Union Trust Com- 
f field training for the Equitable of | pany of that city. The lectures were 
esigned J} New York, has completed a four-day | attended by 25 life underwriters repre- 
On. course of preliminary training at Chi- senting as many agencies. Mr. Luckey 
ere he fy “28% eye es oe - = — poe was a lawyer before taking up life in- A] ] IES AC -KN' I 
ral i tom was attended only by unit an 
wh - agency managers, in order to acquaint = OF THE eee 


them with the course. A new class N M ae 

ew Mutual Benefit Association os 

rom has been fitted up on the 23rd * : seateeh Mamet **Well, Dad and Mother—How About Me?” 
a g ene- ’ 


4 ¢ » , " ne "5 The American Workers 2 
floor of the State Bank building in Chi Qt Pend has been licensed by the Iili- asks the attractive youngster whose face 


cago, in which the nine Equitable agen- ; ax Shes Seinen ~ 
. nois department. It has its home. office smiles at you from one of the deseus of 


cies are housed, and in May a series of |in the Ferguson building at Spring- aocaned 
preliminary instruction classes will be / field, 1. It is a mutual benefit associa- leaflets, folders, and booklets that NYNL’s 








started, one each month. A. M. Sloan, |tion. The incorporators are C. C. Brad- Of : =~ 
: : , ; - m ice makes ay > 

lunch- § formerly of the new business depart- | ley, E. S. Bradley, V. R. Smith, Wilson Home 7 nf a ailable to the agent 
igency # ment but who has been appointed ef- | A. Orr and L. H. Vogel. ? to help him put across” his sales message. 


a eeieiiiainin ——— Reading on, the prospect learns that this 
Company can furnish his boy or girl with 


og IN THE ‘MISSOURI VALLEY — regular life insurance “‘just like Dad’s”’ 


= new low cost. ‘“*That’s what I want for 


























Less § Gems ——e 
» the : Bob,” he thinks . . . Here’ i j 
; Ma- KANSAS DRIVE GETS RESULTS | are from Hutchinson and represent both “we think He ax 7 selling job 
Re life and fire interests. : ; this printed ally has simplified. 
| Mr. § Home Companies Campaign for In- say SR. emp — aS Similar pieces of literature cover NYNL’s 
creased Patronage in State—Give of Wichita were added to the general variety of contracts, each offering a clear, 
Composite Picture committee. May 27 was tentatively se- simple explanation of its subject, each cre- 
‘a iouinene oa Pe the =. ~—_ a being ating the desire to buy. Different phases 
) ——— > a ee on > tor an attendance of 500. IWR ° cS » s 
ee TOPEKA, KAN., March 20.—The | ™@0¢ ‘OF an aliendance or ® of NYNL service, such as prompt, efficient 
or the ese ne be Kan a ee Sees Radio as Strong Medium settlement of claims and free health service 
‘y in s Sas 1S re- Se . - Lay , 
<y aly [Ported to be producing results. The | The radio is an important advertising for policyholders, are covered thoroughly 
Jered, J ©™panies started March 1 to put a large | medium for life insurance companies, and completely. Other timely, pertinent 
; and  ‘rce of special agents in the field, and | G. G. Moore, president of the Nationa) sales helps are furnished as their usefulness 
also arranged new selling information | Reserve Life of Topeka, Kan., declares. 
to be used by agents. _ | His company has been using the radio becomes apparent. 
A composite picture of Kansas life | as a part of its advertising campaign for NYNL fieldmen use this equipment in a 
companies was provided, showing finan- several months. Officers discuss various noe of wave S So taal h 
iffalo, [cial st: ibility of companies, how they are phases of life insurance over the air dur- varsery © Rate ws Some mall a lealiet to the 
owed f able to write policies similar to those of | ing certain hours each day. They point prospect in advance, enclosed with a letter 
ith of ther companies and benefits of taking | out the value of life insurance in every (of the Mail Advertising Service) that paves 
. this policies in the Kansas companies. One | business. Since March 1 the speakers th : for the int . Oth acum & 
Fol- J ‘ature urged is the fact that all the | have particularly emphasized the buying ~ way = e interview. thers leave it 
1930, J companies in this state invest chiefly in | of insurance from the home-owned com- with their prospect that he may study it at 
3477; Kansas securities and none was affected panies of the State. This company uses leisure. That they do use it is proved by 
by the stock market crash last fall and | only a few minutes each day for its ex- the fact that th sities d , A 
the subsequent unusual demand for | clusive insurance program but it also has © tac a S Pema Copar ment 1s 
= policy loans, a.musical program of standard length kept busy replenishing depleted supplies. 
—— once a week, 

Some Other helps which this Company furnishes its agents include 
oa ARRANGEMENTS FOR KANSAS North Dakota Bucks Wildcat the Sm: « erece National News, weekly newspaper for agents; 
7” INSURANCE DAY COMPLETED FARGO. N. D. March 20.—North Northwestern Fireside, quarterly policyholders’ magazine; an 
ite. en . a. oo. hades extensive line of Goodwill Builders (gifts at cost for prospects 
oked HUTCHINSON, KAN. M : Dakota is bucking the attempts by the and policyholders); and a Baby Health Service for prosp 
k to C A arch 20.— | Burbank Mutual Life & Benefit Asso- ~ - 
4 to Bert Berry, prominent Hutchinson Life ciation of Los Angeles to write insur- 

— and fire agent was selected as general | ance in North Dakota by mail. ; 
at chairn nan of the third Kansas Insurance The California company, according to, as NORTHWE N 
The nit re 0 = we general com- | information received at the state insur- -s STERN ATIONAL 
, ee here ade Patton, secretary | ance department, has been circularizing y | 
the . L. = . ; * : AN AN 
dded * the Kansas Association of Insurance | North Dakota citizens, offering them an LIFE INSUR CE COMPANY 
pre- gents, was selected as secretary-/| insurance policy at a flat rate without ARNOLD. passoerr 
riod Teasurer. The committee chairmen are: | physical examination and without re- STRONG~ MinneapolisMinn. ~ LIBERAL 
dis- Will S. Thompson, finance; Bert Mitch- | spect to age. 
dow =, speakers; Ray Ghormley, entertain- The insurance department has received 
ment; C. C, Alexander, registration. All| so many inquiries regarding the com- MORE THAN 8$325,000,000 INSURANCE IN FORCE 
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ALL DIXIE IS OUP FIELD 








Witmer L. Moore, President 


THE 


SOUTHERN STATES 
LIFE INSURANCE COMPANY 


ATLANTA, GEORGIA 





Looking for Us? 


Ambition leads many men to seek new 
channels for the flow of their efforts. 


If you are satisfied, hold fast. If not, 


drop us a line. 


Provided 


You are capable of real success as a 
General Agent or Personal Producer. 


Tell us your story and we shall tell you 
ours. 





E. S. ALBRITTON 


Vice-President and Manager of Agencies 
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T-H-E Good territory 
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~\ Rificient Claims 7 


Are you making PROGRESS? If not, are you wil- 
ling to spend O CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE, 


NATIONAL CASUALTY COMPANY 


Detroit, Michigan 
W. G. Curtis, President 












pany that it has prepared a form letter 
setting forth its ideas, which are of ad- 
verse character, both as to the company 
and the policy it offers. 





Leader in St. Joseph 


Wesley L. Connett is the first mem- 
ber of the St. Joseph, Mo., district to 
qualify for membership this year in the 
Equitable Life $150,000 corps. Mr. 
Connett has qualified a number of times 
for the Quarter Million corps. 


White & Odell Start Class 


The White & Odell agency of the 
Northwestern National in Minneapolis 
will start a life insurance class April 1 
under the direction of O. J. Stephenson, 
vice-president. 








National Life’s Iowa Agents Meet 


Iowa agents for the National Life of 
Vermont held an agency meeting in Des 
Moines last week under the supervision 
of C. V. Shepherd, general agent for 


Cedar Rapids and Des Moines. Karl 
Gumm, agency supervisor from the 
home office, was a guest speaker. The 


group attended the meeting of the Des 





Moines Life Underwriters Association 
and heard an address on “Conseryation” 
by Judge Byron K. Elliott, counsel and 
manager for the American Life Con. 
vention. 





Broeker Promoting Nebraska Company 


Felix Broeker, who has been connected 
in past years with the Globe Life of 
Salina, Kan., later vice-president and 
general manager of the Atlas Casualty 
of Fort Wayne and still later vice-presj- 
dent of the Republic Casualty & Surety 
of Chicago, is in charge of the sale of 
stock of the newly-incorporated Corn 
Belt Life of Lincoln, Neb. W. B. East- 
ham, former Nebraska insurance com- 
missioner, is head of the company. Mr. 
Broeker and Mr. Eastham were associat- 
ed in the Salina company. 





Make Deposit With Commissioner 


Companies operating in North Dakota 
are required to make deposits with the 
state insurance commissioner, according 
to an opinion by James Morris, attor- 
ney-general. The ruling was made in 
the case of the Great West Life of Can- 
ada, which sought to place its $50,000 
deposit with a trust company. 
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Made President 














E. L. MeCLURE 


E. L. McClure has been elected 
president of the Mutual Life of Corpus 
Christi, Tex. He has been general agent 
of the Rockford Life of Rockford, IIl., 
in south Texas since 1926. The Mu- 
tual Life is an old line, legal reserve 
company. Henry Gross, the first vice- 
president, is president of the Guarantee 
Stores of Corpus Christi and a director 
of the City National Bank & Trust Co. 
Walter. C. Sparks is second vice-presi- 
dent, he being vice-president of the 
Commercial State Bank of Sinton, Tex., 
and a director of the City National Bank 
& Trust Co. of Corpus Christi. W. L. 
Early is secretary and David T. Peel, 
treasurer. Tom C. Nye, Corpus 
Christi, engaged in the investment busi- 
ness; W. D. Nolte, manager of the E. 
J. Hitt Cigar Company; D. T. Parker, 


assistant manager, E. J. Hitt C‘gar 
Company; Murl Hurt, Hurt’s Kash 
Karry Stores; G. Robert Swantner, 


manager farm loan department City Na- 
tional Bank & Trust Co.; W. J. Ben- 
Son, general manager of the Nueces 
Drug Company; Frank C. Allen, Sr., 
president, Allen Furniture Company are 
all directors. Carmen Cannon is assist- 
ant secretary. This company offers a 
flat dollar a month premium, the amount 
of insurance varying according to age of 














the applicant. 





SUPERINTENDENTS IN SCHOOL 


Research Bureau Manager’s Manual Is 
Foundation of Pilot Life’s 
Training Course 








An intensive training school session 
for agency superintendents of the Pilot 
Life, Greensboro, N. C., was recently 
completed under the direction of T. 
D. Blair, agency manager. Using the 
manual of the (Life Ansurance Sales 
Research Bureau as it applied to man- 
agers, the course) likewise developed 
other interesting angles from the 
standpoint of the superintendent as 
well. Daily sessions and some evening 
periods were held throughout the 
week’s course, each study period being 
followed by written examinations. The 
papers were then distributed among 
those taking the course, so that each 
had opportunity to study the answers 
given by his associates. In addition to 
the field men, the ceurse was taken by 
several Pilot home office representa- 
tives interested in agency work. 





Honor District Leader 


The Frankfort district led the central 
territory agencies of the Metropolitan 
Life for 1929. Manager J. Frank Dut- 
ton and his agents held a banquet in 
Frankfort to celebrate the honors. E 
H. Wilkes, second vice-president; C. J. 
North, superintendent of agencies; T. F. 
Brown, general superintendent at Lou- 
isville, and E. R. Richard Dickerson, 
assistant manager, were present as 
well as a number of superintendents 
and managers from other districts. 
Tribute was paid to Mr. Dutton because 
of his achievement in leading the terri- 
tory with a comparatively small agency. 





Virginia Progress Is Slow 


According to the Institute of Research 
in the Social Science of the University 
of Virginia, life insurance in Virginia 
has increased more than 200 percent in 
the last ten years, but in spite of this 
the state’s position still is below the 
average. Virginia stands 2ist among 
states in amount of life insurance im 
force, and 32nd in per capita insurance 
in force. Among southern states, how- 
ever, Virginia ranks third, only Tennes- 
see and Florida having higher ratings. 





Mid-Continent Grows Steadily 
Officers of the Mid-Continent Life of 
Oklahoma City were reelected at the 
annual meeting and two additional d 
rectors were named. R. T. Stuart is pres 
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dent. The new directors are George 
Frederickson and Charles F. Colcord. 
Assets reported by Edwin Starkey, vice- 
president, have increased from $300,000 
in 1915 to $4,000,000 in 1930. Approxi- 
mately $1,000,000 business was written 
in Oklahoma alone in February. 





Resume Teacher Company Organization 


After a brief delay, sale of bonds for 
the purpose of raising funds to finance 
the organization of a life insurance 
company devoted to Oklahoma school 
teachers, will be resumed. The work is 
being promoted under the National Edu- 
cators’ Finance Company of Oklahoma 
City. 





Sold to Carolina Life 


J. I. Westervelt has announced the 
sale of the Great American Life of 
Greenville, S. C., to the Carolina Life of 
Columbia, S. C. Mr. Westervelt was 
president of the Great American Life. 
The Greenville company has been oper- 
ating for two years. 


Pass Agent License Bill 


The Kentucky senate has passed a 
life insurance agents licensing bill, which 
provides that such licenses may be re- 
yoked for violation of state insurance 
regulations, placing control of such 
agents in the hands of the insurance de- 
partment, 


Trust Man Gives Radio Talk 


“There is $100,000,000 worth of sen- 
timent in business in Houston and vi- 
cinity. It is in the form of life in- 
surance,” said A. R. Cline, vice-presi- 
dent of the San Jacinto Trust Company 
and chairman of the trust section of the 
Texas Bankers Association, over KTLC 
radio station. The address was spon- 
sored by Cravens, Dargan & Co. 

Mr. Cline explained the part a modern 
banking institution plays in life insur- 
ance today and then went on: 

“We play the game of life according 
to the rules. We know the hazards. We 
have our plans. We know the needs 
of those weaker than us, dependent 
upon us. We plan to build, never 
knowing when we will be called away, 
but in life insurance we can assure com- 
pletion of our plans and protection for 
our loved ones.” 











Arrest Wildcat Agent 


N. B. Mayes has been arrested in 
Nashville, Tenn., for selling life, health 
and accident policies in an unlicensed 
and illegal company. Commissioner A. 
S. Caldwell swore out the warrant for 
his arrest. Mayes specialized in writing 
policies on doctors, selling them policies 
which he signed or in some cases merely 
receiving initial payment. He claimed 
to represent the National Mutual Union 
of Texas, which according to reports 
from Washington has been found illegal 
by the United States attorney general 
and ordered dissolved. 





Offers Association Group Policies 


The All-States Life of Montgomery is 
offering a group policy to the members 
ot the Alabama Association of Insur- 
ance Agents with the approval of 
the executive committee of the as- 
sociation. Only a few members have 
availed themselves of the offer so far ac- 
cording to Birmingham agents. The All- 
States Life has written several group 
policies for similar organizations includ- 
ing the Alabama Bankers Association. 





Will Change to Stock Basis 


The Texas Security Mutual Life of 
Dallas, allied with the Texas Employ- 
tts Insurance Association and the Em- 
ployers Casualty, will be converted to a 
stock basis on or before July 1, Homer 
R. Mitchell, president of all three com- 
panies, announces. The Texas Security 
Mutual started writing business Jan. 15 
and now has considerably more than 
$2,000,000 in force. Its first active 
Month in the field the company wrote 
4pproximately $1,000,000. The officers 








Sets High Record 


























EDWIN STARKEY, JR. 


Edwin Starkey, Jr., one of the young- 
est life underwriters in Oklahoma City, 
led his agency with a personal volume 
of $241,000 paid for in February. He is 
a son of Edwin Starkey, vice-president 
of the Mid-Continent Life of Oklahoma 
City. He is only 23 and has been in 
life insurance on full time only since last 
June, when he was graduated from Okla- 
homa University. 

He has worked for and with the Mid- 
Continent ever since he was a mere lad, 
beginning with running errands and tak- 
ing photostats. Growing up with the com- 
pany, he early became ambitious to rise 
to the top in life insuramce and began 
selling by writing his teacher in grade 
school a $2,000 endowment policy while 
he was in the eighth grade. 

All through his college education his 
summers were spent writing life insur- 
ance, and since graduation he has given 
his uninterrupted efforts to increasing 
his personal production, 








of the company in addition to Mr. 
Mitchell are: Lewis T. Carpenter, vice- 
president and general counsel; James F. 
Rodgers, vice-president and agency di- 
rector; Gus F. Taylor, E. H. Kifer, C. 
W. Snider, Hyman Pearlstone, vicc- 
presidents; A. F. Allen, secretary; E. E. 
Watts, treasurer. 


Warning on “Insurance Adviser” 


At the request of the Oklahoma Asso- 
ciation of Life Underwriters, the Okla- 
homa City chamber of commerce has is- 
sued a warning against a so-called “in- 
surance counselor” or “insurance ad- 
viser,”’ who is said to be operating in 
Oklahoma City. The chamber cautioned 
that when approached by anyone pre- 
senting such service, Oklahoma City 
business men would do well to con- 
sult a local insurance man or actuary 
in whom they have confidence and fol- 
low his advice as to the caliber of the 
sefvice. 





Weekly Lectures for Underwriters 


Weekly lectures on wills and life in- 
surance trusts are being given life un- 
derwriters of San Angelo, Tex., by W. 
W. Carter, trust officer of the San An- 
gelo National bank. Seventeen attended 
the first session. 





Receiver Gets Insurance 


Sam King, president of the defunct 
Bank of Ensley, Ala., has turned over 
$144,700 in life insurance policies to its 
receiver. He retained a $40,000 policy 
under the state law that any insolvent 
individual may retain such insurance as 
can be purchased for a $1,000 annual 
premium. 


Great Southern Takes Over Southern 

Formal merger with the Great South- 
ern Life of the Southern Union ‘Life of 
Fort Worth, Tex, gives the Great 


“Life Insurance — 


A Declaration of Financial Independence” 
NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 


LiFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 





6 YEARS in business. Over 3 Billion 300 Million Out- 

standing Insurance on 4 1-2 Million Policyholders. 
New paid-for insurance in 1929, together with revived and 
increased insurance, $750,926,211, a gain of 15.4 per cent 


on the figures of 1928. 

Payments to Policyholders in 1929, $65,298,505. 

Total such payments in 67 years—over 600 million dollars. 
Dividends declared payable in 1930, $19,020,000, an in- 
crease of $1,400,000 over 1929. 


FINANCIAL SUMMARY, DECEMBER 31, 1929 


TOTAL ASSETS $542,140,977-93 
TOTAL LIABILITIES 
Policy Reserve . 


Reserve on Dividends to 
Policyholders 


All other Liabilities . 
SURPLUS FUNDS 


$459,613,281.00 


30,885,181.85 
11,955,113.88 $502,453,576.73 
$ 39,687,401.20 





Unquestionable strength of resources is the rock upon which all real insurance is built. 
A John Hancock policy is as good as any bond. 
For further information, address Inquiry Bureau, 197 Clarendon Street, Boston, Massachusetts. 

















Salesmen 
Increase Your Income! 


Insurance, Stock, Real Estate and 
Bond Salesmen 


can earn from two to five times the money now 
earned by selling our special participating pol- 
icy where the policyholder participates fully in 
the profits of the company along with the stock- 
holders. Previous experience in selling life 
insurance is not necessary. 


If interested write direct to Wilbur Wynant, 
president, 


STATE LIFE OF ILLINOIS 


HOME OFFICE 


332 South Michigan Ave. Chicago 
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INSURANCE STOCKS 


Bought—Sold—Quoted 


A 
P. W. CHAPMAN & C0, INC. 


Ineurance Stock Department 
115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK ~ 


























Disability Protection 
For Your Clients’ Employees 


Insurance against occupational accidents is 
compulsory in most states yet these are re- 
sponsible for only 10% of the disabilities suf- 
fered by employees. 


Group accident and sickness insurance covers 
the other 90%. Employees gladly pay the cost 
when given an opportunity. 


It will pay you to present this opportunity 
to the employees of your clients. Write for 
prospectus. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 


or in which they have an interest, to cover 


purpose of writing a policy on his own 
life. 


Southern insurance in force of $295,000,- 
000 and total assets of more than $38,- 
000,000. A controlling interest in the 
Southern Union was acquired by Great 
Southern officials some time ago. 

Recently the Great Southern took over 
the American Southern Life of Lake 
Charles, La., adding $9,000,000 of busi- 
ness in force and $1,000,000 in assets. 
The Southern Union merger added $60,- 
000,000 of business in force and $7,000,- 
000 assets to the Great Southern. 





General Sterling Reelected 
Gen. J. B. Sterling has been reelected 
president of the Standard Life of Jack- 
son, Miss. The selection cf a successor 
to the late C. Meigs Harmon, general 


= 


manager, has been referred to the ex. 
ecutive committee. 


Old Line Officials in Texas 

Rupert F. Fry, president of the Old 
Line Life of Milwaukee; Frank R. Day. 
enport, field instructor, and H. A. Wood- 
ward, manager of the accident and health 
department, are visiting agencies jp 
Texas. 

Mississippi L. & C. Man Indicted 

L. C. Cadenhead, Jackson, Miss., for. 
merly fiscal agent for the Mississippi 
Life & Casualty, has been indicted on 
the charge of ‘obtaining money uw! ider 
false pretenses. The company’s affairs 
are now in the hands of a receiver. 
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SCHOEFFEL TAKES POSITION 





Union Central Life Announces Its Ap- 
pointment as Manager for Port- 
land, Ore. Office 





The Union Central Life announces 
the appointment of George W. Schoef- 
fel as manager of the Portland, Ore. 
agency, succeeding Herman A. Zischke, 
who has been manager for the last five 
years, and who has gone to the home 
office at Cincinnati as assistant super- 
intendent of agencies. 

Mr. Schoeffel has had 13 years of ex- 
perience in life insurance. He. gradu- 
ated from the University of Illinois in 
1910 and shortly thereafter entered 
newspaper work, which he gave up to 
become an agent for the Northwestern 
Mutual in Peoria, IIl. 

For the last seven years, Mr. Schoef- 
fel has been associated with the Penn 
Mutual in Portland. In 1928 he was 
named manager of the agency. In ad- 
dition to his duty supervising agency 
work, he continued to maintain a good 
personal production. In 1928-29, Mr. 
Schoeffel was president of the Portland 
Life Underwriters Association, and in 
1929 he received the degree of C. L. U. 

The Portland agency held a luncheon 
to bid farewell to Mr. Zischke and wel- 
come to Mr. Schoeffel.- Mr. Zischke 
was presented a handsome golf bag in 
token of the high esteem of his asso- 
ciates. 


WYOMING BUSINESS GIVEN 
BY COMMISSIONER FOR 1929 





Figures revealed in a preliminary sur- 
vey of the statements of life companies 
on Wyoming business in 1929 are given 
in a statement by Commissioner Theo- 
dore Thulemeyer as follows: 


i i re ian eaduks nde ed $2,243,689 
Equitable Life, New York..... 1,771,024 
See TG EMEO vic vcceccaucee 1,293,000 
i eh, SD osesteeeneede 1,170,000 
RS eee 1,006,582 
Occidental Life, Los Angeles 
(includes purchase of the 
Yellowstone Mutual, Casper, 
Wyoming, $3,761,450) ........ 4,625,750 
Mutual Life, New York....... 827,108 
a DE <caveosbatedetees 598,932 
Meorthweeterm Nat. ...ccccsace 540,578 
DC s964e0eb0000600n066 533,047 
TO. cieencseseteeoesees 433,507 
Beneficial Life, Utah ......... 314,615 
PE EE wonecaesscceuwese 279,083 





Federal Moves Denver Office 


The Denver offices of the Federal Life 
will on April 1 be moved from 604 
Colorado building to a larger suite at 
305-7 California building. Horace M. 
Simpson is division manager. 





Extends Ruling on “One Case” Agents 


Commissioner George P. Porter of 
Montana has extended his ruling relating 
to the appointment of agents to write 
policies only on property owned by them 


the appointment of an agent for the 


He now rules “that any company 








appointing an agent for the purpose of 
writing business on his own property 
or insurance on his own life for the 
purpose of receiving all or part of the 
commissions thereon, shall, upon _hear- 
ing before me and found guilty of such 
action, have its or their license revoked.” 


Plan Convention at Phoenix 


Arizona and New Mexico agents of 
the Equitable Life of New York will 
convene in Phoenix Oct. 10-11. E. L. 
Grose, agency manager at Phoenix, is 
arranging for the convention, which will 
include educational and recreational fea- 
tures, with trips through the valley and 
addresses by prominent insurance lead- 
ers. 

The Phoenix agency won the “new 
membership” cup for the Western 
Century Club for 1929 in a contest with 
agencies in Washington, Oregon, Cali- 
fornia, Utah, Nevada, Wyoming, Idaho, 
Colorado and Montana. 





Opens Tucson Branch Office 


A branch office of the First National 
Life has been opened in the Congress 
Hotel Building, Tuscon, Ariz. Burton 
S. Barnes is manager. W. C. Wad- 
doups is state manager for Arizona with 
offices in the Security building, Phoe- 
nix. 





Form New Portland Company 


The United States Life has been 
formed at Portland, Ore. by W. E 
Hibbard, F. W. Kaiser, H. W. Bertu- 
lett, Fred K. Baker, W. B. Shelley, 
Kenneth Wright, H. E. Hollowell, D. 
C. Latourette, S. J Graham and J. O 
Stearns, Jr., with capital of $100,000. 





Reliance Life Shows Increase 


Paid life insurance in the Oregon de- 
partment of the Reliance Life for Feb- 
ruary closed with an increase of 60 per- 
cent over February, 1929, according to 
R. C. O’Connor, state supervisor. Writ- 





ten business was $11,493,663, an increase 
over February, 1929, of $2,658,874. A. 
M. Kidwell has been named as agency 
organizer in Portland. 





Grant on Coast Trip 


W .T. Grant, president of the Busi 
ness Men’s Assurance, left for about 4 
month’s trip which will take him_to 
branch offices at Albuquerque, N. 
Los Angeles, San Francisco, Seattle, 
Portland, Salt Lake City and Denver. 
He will spend a week with his mother i0 
Long Beach, Calif. 





Winne Agency Moves 
The Connecticut Mutual Life’s Den 
ver branch has moved to 402 California 
building. W. W. Winne is manager. 


— 





IFE Insurance for Beginners” 
by R. E. Spaulding. Price 
$1.00. A bird’s eye view of the busi- 
ness by a general agent of wide ¢x- 
perience. Order from The National 
Underwriter, A1946. Insurance Ex- 
change, Chicago. 








or officer, agent or any representative 
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Policy Literature. Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 


NEWS / ABOUT ‘LIFE POLICIES - 


New Policies, ieee Rates, Dividends, eile Values, and all Changes in 
Supplementing the * 
Digest” and “‘Little Gem,” Published Annually in May and April respectively. 


‘Unique Manual- | 


———— 
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CENTRAL LIFE NEW POLICIES 





Ilincis Company Announces Four 
Forms—Become Participating Con- 
tracts When Paid Up 

The Central Life of Illinois has is- 
wed four new nonparticipating policies 
it has changed its ordinary life con- 
act to an endowment at age 85, low- 
ging the rates slightly at the younger 
wes and increasing the cash values. The 
s-payment life has been replaced by 
th 20 payment endowment at 85 with 


a material reduction in rates and in- 
cease in cash values. Two new 20- 
gayment endowment at age 65 forms 


tave also been issued, one providing 
fora monthly income of $10 at maturity 
$2,500 minimum sold) and the other 
sayment of a lump sum. All the pol- 
ies become participating contracts 
alter they are paid up. A digest of the 
rates on the new policies follows: 





20 Pay., 
End at 
20 Pay., 20Pay., 65, $10 
Age End at 85 End at 85 End at 65 Mo. Ine. 
10 $11. 87 $19.00 $21.15 18.42 
15 12.98 20.20 22.92 19.96 
.) 14.40 21.82 21.84 
5 16.19 23.83 24.13 
30 18.51 26.31 26.92 
$5 21.53 29.32 30.39 
40) 25.55 33.14 34.77 
45 30.99 38.05 eee 
30 38.77 44.62 
55 49.40 53.61 
60 64.11 66.35 


Berkshire Life 


New disability rates of the Berkshire 
" 


effective May 1. 





Life are announced, 
They will be applied to the new standard 
provisions when these are adopted. The 
rates are: 
Waiver of Premium Only 
Pr. Risk 
Age 0. L End. 85 20-P. 20-E. 
a ee $0.46 $0.36 $0.55 
2 48 55 42 60 
st .59 ‘67 50 70 
38 .75 84 .66 87 
.98 1.11 .94 1.16 
1.32 1.49 1.44 1.68 
1.85 2.09 2.11 2.33 
2.68 3.01 3.07 3.24 
Waiver and $10 per Month per $1,000 
Pr. Risk 
Age 0. L End, 85 20-P. 20-E. 
Din66 ae $3.00 $3.05 3.94 $2.49 
«9 3.41 3.40 4.16 2.83 
’ 3.85 3.83 4.38 3.31 
Deveees 4.41 4.38 4.64 4.05 
Meseces 4.99 5.12 4.95 5.18 
4 5.90 6.08 6.02 6.27 
r4 7.10 7.34 7.37 7.59 
’ 8.74 9.07 9.13 9.30 
Midwest Life 
The Midwest Life of Lincoln, Neb., 
Which has had unsatisfactory results 
from the experience of handling claims 
wider total and permanent disability 
Provisions, announces that after April 1 
no policy will be written carrying this 
Clause, for less than $2,500 or more than 
$25,000. If the policyholder’s contract 
alls for less than $2,500 he can have it 


‘rought up to that figure, of if it is now 


42,500 he can secure additional insurance 
f the same character for $1,000 and 
upwards Where he has none $2,500 is 
he least he can purchase in the future. 
Requirements relative to disability 
Provisions on women remain unchanged. 
The total and permanent disability in- 
°me provision may be granted only to 
anate women regularly employed for 
4ges or salaries, ages up to 50. The 


82, 500 minimum rule will apply to single 
“omen the same as men. 


Pan-American Life 


_* & recent list the Pan-American Life 
— Ziven as a company that writes 
“Bro business. Vice-President E. G 


Simmons states that it writes no colored 
usiness in the United States. It writes 
= °ceasional Negro risk in some parts 

f the foreign territory in which it oper- 
ates but on the full tropical table basis. 


b 











announced a family 
viding that if the insured dies within 20 
years from date of issue the beneficiary 
will be paid a monthly 
per $1,000 until the end of the 20-year 


does not occur during the 
riod the policy becomes a regular ordi- 
nary life contract. 
term contract 
Both policies are sold only in amounts 
of 
new policies 


Family Life F: amily 
Age Income Expect. Income E> 
‘ eee $ 9.30 e ° 
10.13 8 
11.07 4 
12.50 2 
14,38 4 
17.31 54 
21.08 6 
27.15 5 
36.36 7 
48.83 ° 








of 


ISSUES THREE NEW POLICIES 


Equitable of Iowa Announces “Trium- | 


virate” of 3 Percent Contracts— 
Minimum Amount $10,000 


Rates for the three new policies of 
the Equitable Life of Iowa issued on 
3 percent basis are announced. These 


contracts will not be issued for less than 
$10,000. They are not exactly the same 


as the usual select risk policies issued 


at reduced rates for substantial amounts, | 


since the Equitable wil] not necessarily 
decline on a risk less than select, 
instead will rate up. 
participating, carry automatic 
insurance, regular settlement options, 
and the company will issue double in- 
demnity and disability in connection 
with them. 

The leader is the ordinary life matur- 
ing at age 85, designed primarily for 
business protection to show high reserve 
value and low net cost, in order to meet 
the demand for the ledger statement 
method of presentation. The two other 
policies are life paid up at age ma- 
turing at 85, and an endowment at 67. 
Rates on the three contracts follow: 
O.L. at 85 P. U. 65, 85 E. 3 
$184.40 $194.30 $: 
220 50 
255.20 


extended 


65, 





Estimated net costs on these contracts 


at the end of 10 and 20 years under 
the present dividend schedule are: 
O.L. at 85 P. U. 65, E 85 E. at 67 





$2 4 
4,237 § 08 
5,244 : 96 
6,618 2 »208 A 
8,488 678 7,678 8,101 
11,118 : wren TT 
14,974 


FRANKLIN ISSUES TWO FORMS 


Family Income and Life Expectancy 


Policies Announced—$5,000 Mini- 
mum Limit for Both 





The Franklin Life of Springfield has 
income policy pro- 


income of $10 


period. At the end of that time the 
face amount is payable in one sum or in 
any other manner selected. If death 


20-year pe- 


A life 


also been 


expectancy 
has issued. 


$5,000 or more. Rates on the two 


follow: 
RATES PER $1,000 
tates With Dis 





Commonwealth’s New Forms 


Premium reductions and the issuance 
three new policies have been an- 





but | 
The policies are | 



























































The Penn Mutual’s 


“Did You?” 
299 


J. Elliott Hall, of New York—the head of our 
largest Agency—originated, developed, and tested 
it. In his organization its superlative effectiveness 
in production was demonstrated. And through his 
courtesy it was made available to all other Penn 
Mutual Agencies. 


Other new Penn Mutual productive devices will 
be mentioned here in coming issues. 


“Did You?” 





WM. A. LAW, President 


WM. H. KINGSLEY, Vice-Pres. HUGH D. HART, Vice-Pres. 


Independence Square, Philadelphia 


























Intelligent Progression 


The Mutual Benefit was organized in 
1845, and for upwards of eighty years 
has been administered by a succession of 
directors and officers whose conduct of 
its affairs has merited and received the 
confidence and approval of hundreds of 
thousands of policyholders. 

Not only has its history been marked 
by the fidelity, ability, and integrity of 
the officials who from time to time have 
been responsible for the Mutual Benefit’s 
financial management, but the Mutual 
Benefit has also been distinguished 
throughout its history for intelligent 
progression in the provisions of its con- 
tracts which, with unbroken adherence 
to sound actuarial principles, have made 
the Mutual Benefit a leader in life insur- 
ance underwriting. 

As improvements in contracts have 
been developed, liberalizing their pro- 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 
Life Insurance Co. 
NEWARK, NEW JERSEY 

























24 


THE NATIONAL UNDERWRITER 





March 21, 1939 























AMERICAN BANKERS 
INSURANCE COMPANY 


Executive Office 
Jacksonville, Illinois 


A Progressive Company Writing 
Life, Health and Accident Insur- 
ance, Operating in 22 States, Ac- 
cepting Business on the Weekly, 
Monthly, Quarterly or Annual 
Plan. 


SomE Excellent Opportunities 
Open for General Agencies in 
Ohio, Michigan, Indiana and Ken- 
tucky, 


WeE Have an Attractive Propo- 
sition to Offer the Right Man for 
Chicago. 


CHICAGO 




















Chicago Home Office Building 





























OPPORTUNITY 
BECKONS 


Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 


All Standard Policies Written 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 


BIG MONEY FOR THE GO-GETTER 


Send your inquiry direct to 
A. L. HEREFORD, President 


SPRINGFIELD 
LIFE INSURANCE CO. 


SPRINGFIELD, ILLINOIS 




















nounced by the Commonwealth Life of 
Kentucky. Ordinary life, 20 payment 
life and endowments at 60 and 65 pre- 
miums are reduced. 

The old economic policy has been re- 
placed by commercial forms, both or- 
dinary and 20 payment life. A new 
economic policy is offered being in ef- 
fect a term to age 60 which may be 
carried after that age at double the 
original premium or may be carried for 
a reduced amount of coverage without 
change in premium. Another new form 
is the retirement income policy which 
carries a death benefit of $1,000 until 
the cash value exceeds that amount. At 
age 65 there begins a $10 monthly life 
income guaranteed for nine years. Dis- 
ability rates are also increased. The 
new rates without disability follow: 

Rates per $1,000 


tRe- 
*Commercial *Eco- tire 


20 2 nomic Inc. 
Age Ord. Pay Ord. Pay Pol. at 65 
| ery COR CO ane 
BBecese Saeee 27.24 12.20 19.23 11.46 76.05 
20 19.11 29.29 13.48 20.72 12.46 87.10 
25.... 21.39 31.73 15.10 22.53 13.67 101.70 
30 24.28 34.66 17.19 24.71 15.14 121.15 
35.... 28.01 38.24 19.91 27.40 16.92 148.20 
40 32.91 42.69 23.50 30.75 19.03 189.35 
45.... 39.45 48.42 28.35 35.07 21.67 253.60 
0 48.38 56.07 34.99 41.64 24.75 361.40 
55.... 60.62 66.59 44.46 49.67 .... eee 
60.... 77.69 .... 57.36 61.06 


*Not issued for less than $2,500. 

*Not issued for less than $5,000. 

tRates shown for $5,000 not issued for 
less than $2,500. 


Northwestern National Life 


“Home protector” is the name of a 
new policy offered by the Northwestern 
National Life. The proceeds, according 
to announcement, will guarantee the 
beneficiary an income of $10 per month 
for each $1,000 of principal amount dur- 
ing those years when the children are 
growing up. At the end of the income 





period the principal amount will be paig 
the beneficiary. 

The policy is offered in amounts of 
$5,000 or more on two plans, one of 
which guarantees the payment of the 
income immediately from the death of 
the insured until 10 years from the date 
of the policy, while under the other plan 
the income is payable until 20 years 
after the date of the policy. By that 
time, the company points out, the young. 
est child at the time the policy is taken 
will have matured. 

The annual premium at age 35 op 
$10,000, 20-year plan, is $293.90, as com. 
pared with $260.40 on an endowment at 
age 85 policy for the same amount. On 
the 10-year plan the premium is $249.19 
lower than the endowment at age 85. 


Union Central 


The Union Central has reduced the 
minimum amount which it will issue o; 
the special endowment at 85 contract 
from $10,000 to $5,000. It is on the 3 per. 
cent basis. The policy was introduced 
in January, 1923, entitled the “business 
protection” contract, and it was almost 
instantly successful. Since that time it 
has come into general use for persona! 
insurance as_ well. More than $120,- 
000,000 of this plan is in force and almost 
$23,000,000 was written last year. 


National Reserve Life 


The National Reserve Life has devel- 
oped a system of stamping each policy 
with a clause defining the company’s lia- 
bility in airplane fatalities. 

“In consideration of the issuance of 
this policy,” the clause reads, “it is 
agreed that death occurring while en- 
gaged as an aviator or passenger, unless 
passenger is traveling in plane operated 
by a licensed pilot over a scheduled air 
route for passengers, is a risk not as- 
sumed under this policy, and shall not 
be included in the incontestable provi- 
sion of paragraph.” 
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NO ACCIDENT-HEALTH SLUMP 


Depression in Industrial Life Insurance 
Not Carried Over Into Industrial 
Disability Field 


PHILADELPHIA, March 20.—The 
February experience shows that the 
strange anomaly of the wide difference 
between industrial life insurance and in- 
dustrial accident and health business con- 
tinues, 

In January, the slump in the indus- 
trial life business more than offset the 
increase in the ordinary business, with 
the result that the combined business 
showed a decrease from January, 1929. 


-In the same month industrial accident 


and health business showed a fine in- 
crease, while the commercial accident- 
health business was practically station- 
ary, with a slight gain in a few com- 
panies. 

Casualty companies declare that Febru- 
ary was their greatest month as far as 
accident-health business was concerned 
and that industrial accident-health pre- 
miums showed a 20 percent increase over 
February, 1929, despite official cog- 
nizance of an unemployment situation in 
various parts of the country. 

The accident and health loss ratio also 
continues to run far behind that of 1929. 
Of course, the absence of the influenza 
epidemic, which was prevalent last win- 
ter, is mainly responsible. The waiting 
period is also tending to hold down the 
loss ratio, as otherwise the companies 
would have had a fairly large number 
of small claims for light colds, and simi- 
lar complaints. 





Company’s License Held Up 


TALLAHASSEE, FLA., March 20—With 
one or two exceptions licenses for acci- 
dent and health companies doing busi- 
ness in Florida are being issued as 
rapidly as possible by the insurance 
department. One large company has 
failed to comply with requirements of 
the department's circular relative: to an 
endorsement on industrial health and 
accident insurance policies. License has 





not been denied it, but issuance of the 
certificate has been temporarily post- 
poned. 

In discussing the failure so far of cer- 
tain companies to comply with the re- 
quirements of the department, A. H 
Roberts, assistant commissioner, de- 
clared the department has no objection 
to action being brought in the courts 
by way of a test of authority. 





Pittsburgh Club Affiliates 


The Pittsburgh Accident & Health 
Managers Club has just been admitted to 
membership in the National Association 
of Accident & Health Managers Clubs 
according to J. P. Collins, supervisor of 
agencies for the National Casualty of 
Detroit, national president. The Pitts- 
burgh club is the tenth local club t 
affiliate with the national association, 
the others being in Boston, Chicago, 
Kansas City, Seattle, Lansing-Jackson, 
Kentucky state, Wisconsin state, Toledo 
and Detroit. Others are under way 10 
several other cities. 


Denver Business Transferred 


DENVER, March 20.—The Pacific Mu- 
tual Life has transferred its accident and 
health business formerly controlled by 
the late J. C. Urich to Fabling & Fabling 
general agents. The Fabling agencs 
will now control all of the company’ 
accident business here except the rail- 
road accident business, which has bee! 
transferred to Chicago. 


Chicago Club Discusses Changes 


Two amendments to the constitution 
of the Accident and Health Manager 
Club of Chicago were informally dis 
cussed at its March meeting, one com- 
ra the offices of secretary and treas- 
urer and the other changing the ti me of 
the annual meeting to the last meetiné 
before the summer vacation. The ! 
coming president was authorized to 4? 
point a committee to draft amendment 
along these lines, to be voted on finall! 
at the next meeting. 

The full slate of officers reported bY 
the nominating committee was elected 
President, Percy D. Smith, Aetna Life 
vice-president, S. S. Chisholm, Roc ‘kwood 
Company; secretary-treasurer, Ralph . 
Wood, Ocean Accident; directors, L. ! 
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Edson, Zurich; R. W. Abbott, Maryland 
Casualty, and Charles J. Poehl, United 
States Fidelity & Guaranty. 





Report Reinsurance Deal 


The Continental Mutual has moved to 
new Offices in the Patterson building, 
Denver. It is reported that the business 
ef the company will be reinsured by the 
Gibraltar Life & Accident. 





Jessie to Aetna Home Office 


Ollie P. Jessie, superintendent of the 
accident and health department of the 
Richmond, Va., branch office of the Aetna 
Life and affiliated companies for the past 
four years, has been promoted to as- 
sistant to Logan Bidle, secretary, in 





charge of health and accident business 
at the home office. 

Don A. Nielsen, who has been attached 
to the Philadelphia office for several 
years, has been transferred to Richmond 
as a special agent. In this capacity he 
will assume the field duties formerly 
performed by Mr. Jessie. 





Huey Sells Out to Hay 


MACON, GA., March 20.—J. O. Huey, 
vice-president of the Bankers Health & 
Life, has sold his interests to President 
P. L. Hay and severed his connection 
with the company. He made no an- 
nouncement of his plans for the future 
Mr. Huey had been with the company 
since its founding more than 20 years 
ago. 











NEWS OF LIFE 
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DEPLORES HIGH LAPSATION 





Judge Elliott Says Keeping Business on 
Books Is Greatest Task—Speaks 
at Des Moines 





Judge Byron K. Elliott, manager and 
general counsel for the American Life 
Convention, spoke at the meeting of the 
Des Moines Life Underwriters Associa- 
tion last week. The elimination of waste 
due to lapsation and surrender of poli- 
cies is one of the biggest tasks before 
the life insurance business today, he 
said. “Lapsation is one black mark 
against our business that we are not 
proud of.” 

He outlined a mode of procedure to 
eiminate as far as possible the vast 
losses that accrue. He insisted that the 
company is not the principal loser in 
cases of lapsation, but that the policy- 
holder loses most, the agent next and 
the company last. “Conservation of ac- 
quired business should be the principal 
object of the industry in the immediate 
future and should continue up to the 
time when losses from lapses and sur- 
renders are reduced to a minimum.” 

While the company can assist mate- 
tally, the agent is the most effective 
weapon to combat this unnecessary eco- 
nomic waste. “It is not enough to sell 
the policy,” he said, “until the agent has 
first gained the respect and confidence 





ESTATE WORK 


Men 35 years old and over, possessing 
required qualifications, are offered 
unexcelled estate service, analysis, 
buy and sell agreements, corporation, 
co-partnership and retirement plans, 
wills and trusts, complete in every 
detail with instruments properly 
drawn. No charge or obligation. In- 
crease your production one hundred 
percent. American Life Insurance 
Company, Detroit, Michigan. Chicago 
Branch, 172 W. Jackson Blvd., Chi- 
cago, Ill. 


of the applicant by showing him that 
he has a definite need for such protec- 
tion.” 

He predicted the day when the “ex- 
pert adviser” will take the place of the 
high pressure salesman who perhaps 
spends too much time on volume and 
not enough in building up a permanent 
clientele. 

x * * 

Houston, Tex.—Activities of a “twis- 
ter” who has extracted $1 per $1,000 from 
certain Houston large policyholders by 
advocating that they change ordinary, 
endowment or 20-payment policies to 
one-year renewable term formed the 
chief topic of the Houston association at 
its March meeting. 

A special feature was a playlet ar- 
ranged by Joseph S. Smith of the Aetna 
Life and three of his agents, in which 
partnership insurance was stressed. A. 
L. Skelley, H. L. Hendrick and Hendrix 
Davis were the actors in the playlet, 
which was cleverly put over. 

H. G. Hewitt, manager of the life de- 
partment of Cravens, Dargan & Co.,, 
state agents for the Northwestern Na- 
tional Life, advocated that Houston 
agents join in some institutional adver- 





Home Office 
Agency 


A strong middle western Com- 
pany located in a city of 20,000 
people has an unusual opening 
for a high grade man expe- 
rienced in city work. The Com- 
pany is very particular in this 
selection as officers expect to ex- 
tend all of their social and busi- 
ness prestige in assisting to 
build Agency. Successful ap- 
plicant must be a man of high 
standing with ability to produce 
and supervise. In writing, give 
age, family, experience and ref- 
erences. All confidential, if 
requested. Address P-4, The 
National Underwriter. 

















and Expense plus a bonus 
strictly confidential. 
writer. 





FIELD SUPERVISORS WANTED 


One of the largest and oldest of the Fraternal Com- 
panies now operating on a Legal Reserve Basis, con- 
templating an expansion of 
the services of at least four Field Supervisors to organ- 
ize agencies, appoint, instruct and work with agents. 
Must have field experience and a clean, successful insur- 
ance record—ages 30 to 40. 

If you can measure up to these requirements write us 
at once, giving your age, and outline your experience in 
detail. To the men best qualified we will pay a Salary 


Address P-8, The National Under- 


its field operations, requires 


for production. All replies 











YOU Who Are Interested 
in Selling Life Insurance 


or who may become interested in its sale, will want to 
know why The Gem City Life Insurance Company has 
nearly 14 times as much insurance in force at the close 
of 1928 as it had ten years before. 


The agency contract and the unusually wide range 
of underwriting provided by the company, that includes 
all standard and many special forms of participating and 
non-participating life, accident and health and group 
policies, with premiums payable monthly, quarterly, semi- 
annually or annually, are some of the substantial reasons 
for the outstanding progress the company is making. 


There are other equally impressive reasons and if 
you will write to I. A. Morrissett, President, at Dayton, 
Ohio, he will be glad to give you complete details of that 
agency contract and the very many reasons why it will 
pay you to join the rapidly expanding agency staff. 

The company wishes representatives in Ohio, 
Michigan, West Virginia, Tennessee, Alabama, Georgia, 
Louisiana, Florida and the District of Columbia. 


The Gem City Life Insurance 
Company 


oF Dayton, OHIO 
The Rapidly Growing Company 




















A TOWER OF STRENGTH 


1929 


New Insurance Paid For..... $ 654,451,000 
Total Insurance in Force..... $2,401,237,000 





Surplus and Contingency 


re belt al a 72,807,000 
Total Liabilities ............ 495,390,000 
en i at an 568,197,000 


Average rate of interest earned 
on invested assets........... 7.02 per cent 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 
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HE new family income policy (originated by 
the Continental American Life) is now being 
written by agents of 


Naty 








Insurance Company 
MADISON, WISCONSIN 


The cost of protecting the family and provid- 
ing an ample income is so tremendously reduced 
by this plan, that when it becomes fully known to 
the insuring public it will be difficult to interest 
the head of a growing family in any other form 
of policy. 





WISCONSIN 
MINNESOTA 
IOWA 


for Agency opportunities 
address the Home Office 
at Madison, Wisconsin. 

















IN STEP WITH THE NEW DECADE 
Large enough to merit its national prestige and 


to effect national economies of operation. 


Small enough so that the individual agent and 
the individual case are never lost sight of. 


Old enough to be rich in its depositories of 
experience and to be guided by the past. 


Young enough to be fully abreast of the times 
in providing ultra-modern insurance protection. 


Life and Accident Insurance United in ONE 
Policy Furnishing Complete Coverage. 





AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire 


UNITED LIFE 


United Life Building 





GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 


over KPRC, Houston radio sta- 
He said the mystery play put on 
company had shown wonderful 
results. Seven of those present signed 
up and others have signified they are 
coming in. 


tising 
tion. 
by his 


* * * 


North Dakota—Charles J. Rockwell, 


insurance educator, spoke at a dinner 
meeting of the North Dakota associa- 
tion this week. 

* * * 


Toronto—Henry E. North, third vice- 
president and manager for Canada of the 
Metropolitan Life, spoke to the Toronto 
association this week on “The Life In- 
surance Man of Today and Tomorrow.” 

*x* * * 
Va.—William H. 
vice-president and superintendent of 
agencies of the Atlantic Life, was the 
principal speaker at the March luncheon- 
meeting of the Richmond association. 
He told the life men that one of the keys 
to success in writing business is having 
a carefully laid plan. Unless they plan 
their work they can not hope to accom- 
plish a great deal. They should 
make a close study of their business and 


Richmond, Harrison, 


also 


needs of a prospect, if they would suc- 
ceed. 
Dr. Raymond B. Pinchbeck, instructor 


in the economics department of the Uni- 


versity of Richmond outlined the work 
the department is planning to put on 
that will lead to the C. L. U. degree. A 
number of the life men expect to take 
the course when it opens up next fall. 
The library committee has placed in the 
Richmond public library upward of 300 
books and reports on life insurance. 
Pasted in each of the volumes is the 
book plate of the association. 


J. Marston Crump, treasurer of the as- 
sociation, has resigned, as he is leaving 
the city to become superintendent of the 
Charlotte, N. C., district for the Pru- 
dential. Carlton P. Moffatt, a former 
treasurer, will serve temporarily in that 
office until the annual meeting in June. 
Ten new members were admitted. 

*x* * * 

Detroit—Theodore M. 
York City, associate agent of the 
Equitable Life in New York, told the 
members of the Detroit association how 


Riehle, New 


to increase their earnings considerably 
by specializing in the sale of business 
life insurance at the March meeting. 


Business life insurance is a four-edged 
sword, Mr. Riehle stated. It combines 
insurance, personal life insur- 
ance, property insurance and reputation 
insurance. 


business 


* * * 
Michigan—President Donald T. Mac- 
Kinnon of the Michigan association plans 
to appoint minute men in all under- 
writers’ associations in the state to keep 
track of legislative and other movements 


affecting life underwriting in their re- 
spective communities. 
* BS ok 
Tulsa, Okla.—Between 450 and 500 life 


underwriters attended a banquet given 
by the Exchange National Bank & Trust 
Company in honor of Edward M. Me- 


Mahon, trust officer of the Equitable 
Trust Company of New York. 
Mr. McMahon spoke on “Interlocking 


of Trust Insurance Service.” Among the 
Oklahoma City men who attended were 
«. CC. Day of Pacific Mutual; George 
Summy and Frank E. Fonvielle, Phoenix 
Mutual; Robert Carter, Connecticut Mu- 
tual; E. Guy Owens, Mutual Life of New 


York; tobert Shipley, Penn Mutual; 
Theodore Green, Herndon Lackey and 
Lester Sharp, Massachusetts Mutual. W. 


L. Ryan, manager of the Phoenix Mutual 


at Kansas City, Mo., who was in Okla- 
homa City, accompanied the delegation 
from that city. 


a * ok 
Indianapolis—Mare A. 
general agent of the 
Vermont, will address 
association March 28 
surance.” 


Law of Chicago, 
National Life of 
the Indianapolis 
on “Business In- 


ee 
Wichita, Kan.—New officers chosen by 
the Wichita association are: E. L. 
Ingham, Provident Mutual, president; 
Charles R. Weeks, American Life of De- 
troit, vice-president; Cecil K. Dean, Penn 














Mutual, secretary-treasurer. New direc- 
tors are Clayton Mammel, Farmers & 
Bankers; Oscar L. Hill, National of Ver- 
mont; John Schumacher, Massachusetts 
Mutual; Irl B. Jackson, Equitable of 
New York; Harry W. Stanley, Equitable 
of lowa, and H. L. Stewart, Pacific 
Mutual 

The new directors will have charge of 
plans for the annual Kansas life sales 


congress which will be held in Wii 
next year. 

Regular meetings of the Wichita }i,, 
underwriters are held on the _ secong 
and fourth Saturdays of each month 

* * * 


Kansas City, Mo.—A number of oy. 


standing men have been secured by th, 
Kansas City association for its sales 
congress April 25. Bert Nelson of th» 


Northwestern Mutual will talk on “Prog. 
pecting,” and Harold Cummings, vice. 
president and agency superintendent of 


the Minnesota Mutual, on “Planning 
Other speakers are to be announced. 
The insurance commissioners of bot} 
Missouri and Kansas have accepted jp. 
vitations to attend the meeting. Be. 
tween 400 and 500 agents from Kansas 
and Missouri are expected to attend, 
* * * 
Buffalo.—With 22 games won an 


eight lost, the Massachusetts Mutual ang 
Aetna Life teams finished neck and neck 
in the annual bowling tournament of th 
Buffalo association. The Mutuals had, 
one point higher average to their credit 
than the Aetna and thereby won the 
championship. 
* * * 

Montgomery, Ala.—At the March meet. 
ing of the Montgomery association “Life 
Insurance Trusts” was discussed by ] 
Warren Andrews, vice-president ané 
trust officer of the First National bank 
who was the principal speaker. 

*x* * * 

Sioux City, Ia.—F. E. Lark, of Onawa 
la., general agent for the Equitable Life 
of Iowa, was the principal speaker a 
the March meeting of the Sioux City as- 
sociation. His subject was, “When Your 
Heart Is In Your Work.” R. A. Hender. 
son, Equitable of lowa general agent ip 





Sioux City, was in charge of the 
program. 

x * * 
Buffalo, N. Y.—Albert G._ Border 
second vice-president of the Equitable 


interesting 
before 


of New York, gave an 
on “The Art of Persuasion” 
Buffalo association. 
* * * 
Saginaw, Mich.—Life insurance fulfills 
an important new function in meeting 
the needs of the large estate for ready 
cash to pay inheritance taxes of stat 
and federal government, it was brought 
out in a discussion at the meeting of the 
Saginaw association. 


Life 
talk 
the 


Harry B. Fisher, Union Central Life 
led the discussion. Fred M. Bullock 
Mutual Benefit Life, reported on _ the 


convention of the state association in 
Lansing. 
x : é 

Cleveland—J. S. Williams, 
of the State Mutual, has been appointed 
chairman of the supervisors group of the 
Cleveland association for the balance of 
the year, succeeding A. T. Wooley of the 
Travelers, who was recently transfered 
to Reading, Pa. 

Cc. H. Voorhees, chief counsel for the 
Connecticut General, will speak at the 
April 18 meeting of the Cleveland ass0- 


ciation. 


supervisor 








$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
ALL PREMIUMS 


RETURNED 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 





Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 
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Justification of the use of life insur- 
bce settlement options for estate dis- 
bution in many cases where the need 
sfor a clear cut, simple plan of family 
sotection, was made at the tri-state 
wes congress in Philadelphia by John 
lurker, vice-president and general coun- 
wl of the Berkshire Life. 

Mr. Barker’s address was an unusually 
bile presentation of the differences ‘be- 
tween options and the life trust method 
i handling estates, as well as valuable 
smparison of the similar functions of 
both plans. 


People Select Life Insurance 
As a Preferred Asset 


‘The plain choice by our people of 
lic insurance as the most preferred as- 
et for estates draws attention to the 
mplementary service rendered by life 
msurance companies and banks or trust 
companies in the creation, conservation, 
isinbution and administration of life 
asurance proceeds. What is the true 
imction of each?” he asked. 
“4 prime purpose of life insurance is 
he creation of estates; others are their 
conservation and distribution. A cash 
clean-up fund is the first necessity, but 
long has ceased to be the only accom- 
ishment of lice insurance. Since the 
bee-aing of the century, installment 
ons have been current to secure ben- 
biciaries a guaranteed income over a 
period of life or years. 
Holding of Proceeds at 
Interest Is Big Service 


“More recently the holding of prin- 
tpal proceeds by the companies and 
paying of interest for a period, with ulti- 
mate transfer of principal in lump sums, 
ven more thoroughly has met the re- 
irements of conservation and dis- 
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herkshire’s General Counsel Upholds 
Use of Settlement Options in Conserving 
Estates for Simple Family Protection 


tribution. Though elaborately to specify 
the devolution of small amounts through 
successive contingencies and generations 
smacks of entail and sets the sceptre in 
a dead hand, it is seldom that men 
refuse the dead hand its bounty. If 
the dead hand passes on a torch of 
progress, the result is helpful and enno- 
bling and life insurance thereby per- 
forms a service. 

“Within the high province of creating, 
conserving and distributing funds which 
protect dependents and provide them 
with an opportunity to progress, life 
insurance is a peerless factor and may 
do many things. 


Advises Against yg 
Beneficiaries Too Much 


“From a considerable period expended 
in guiding clients in varying situations, 
I strongly recommend not extending re- 
strictions too far beyond the grave. I 
generous, even lavish, 
amounts of insurance; but do not tie it 
up too long. Where life is solved, it is 
solved ambulando, and a young family 
who can walk have great possibilities. 
Insurance is to replace the life prema- 
turely removed. A recent widow is 
(sometimes) a poor investor, but give 
her some leeway after the period of re- 
adjustment, and early put the children 
on their own. 

“When you are helping the insured 
set up his plan, give consideration to 
the installment options for life or years. 
Larger payments for a fair period may 
do more to nurture your family tree 
than little payments with principal to 
grandchildren. After providing for 
the clean-up fund and adequately cov- 
ering the period of readjustment, if the 
insured can swing a complete program, 
even a generous program, I believe you 


will do well to keep within the bounds 
of our simple family support plant: in- 
come to wife for life, with due consider- 
ation of allowing her additional with- 
drawals; income to children during mi- 
nority, and principal to them at the age 
of 21. 

Gives Advice on Arranging 

For Children’s Development 


“Proper amounts wisely may be de- 
voted to the education of children, pay- 
able in series of installments beginning 
at age 18. The advantage of covering 
five years rather than the usual four 
should be considered; this aids in the 
start of a career after a college edu- 
cation. A clear cut provision that pay- 
ments start when the beneficiary’s af- 
fidavit shows him to be in attendance at 
a college or university, with certificate 
of such institution of like import, fur- 
nishes an incentive and does not unduly 
burden the life company. 

“Or, adequate proceeds may afford 
income to a parent, friend, brother or 
sister for life with gift over to a favor- 
ite hospital, church or chanity. 

“The discretionary powers inherent in 
a trust company where granted by the 
insured are, in a measure, duplicated in 
the life insurance settlement by allowing 
the privilege of withdrawal to the bene- 
ficiary. The difference is that reliance 
is placed on the judgment of the bene- 
ficiary. For a portion of the funds it 
may be proper and even valuable to 
give the beneficiary this power, to allow 
some discretion and freedom in meeting 
emergencies. 

Urges Remainder of 

Estate Be Restricted 


“Except for such portion J recom- 
mend that you request in settlements 
an express clause which withholds from 
beneficiaries the right to withdraw, 
alienate or assign, and stipulates that 
the proceeds shall be free from attach- 
ment and execution. 

“Life insurance is a form of property 
and our banks, trust companies and in- 
dividual trustees will hold it, with other 
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FIGURES 


Group life coverage was begun in 1911 
and in 1929 reached the vast total of 
nine billion dollars. 
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A survey of 713 graduates of 70 col- 
leges showed the following § earning 
power of the average successful man at 
age 40: 

SSS CE OR CCT LET $9,500 
eS Peer ee ee 6,600 
Chemistry and Chem, Engineer- 

Dll atetenabuwavaenbbenaohedie 5,300 
ES Se ee nee 8,000 
Civil E ngineering bn dknneedneseuts 5,500 
Electrical E ngineering .......... 5,500 
Mechanical Engineering ........ 5,200 
PE POON vesticcessiednen 5,900 
IE Gi ie ee ee dae aiden aaa 3,500 
a a ar a 4,000 
I a alae 6,750 
ED ih aie et eee hle es ee te 6,900 
SERENE pene es a pa 6,500 
Sales Management .............. 7,500 
General Business Executive...... 6,900 
Investment Banking ............ 6,500 

—University of Buffalo. 
x * x 


“Footprints on the sands of time aren’t 
made by sitting down.”—Providence 








Honor Roll. 


property, under management and trust. 
But life insurance is a highly developed 
and progressive science. The form of 
protection and the program for any par- 
ticular case require painstaking attention 
and expert advice. I think, therefore, it 
may be declared as axiomatic that any 
one purchasing life insurance should see 
a life insurance man. Where it may be 
set up clear cut, providing for the ob- 
jects for which funds are necessary and 
functioning as a central factor in the 
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BUSINESS IN FORCE ON PAID FOR BASIS 


| 1860—Seventy Years of Service—1930 


T&G UARDIAN LIFE 


INSURANCE COMPANY # AMERICA 
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50 UNION 


Tre Guarpian’s Strixinc Recorp of Procress 
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DIVIDENDS SET ASIDE FOR POLICYHOLDERS 
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Get started 
with the right 
kind of Record and 
eliminate uncertainty 

and worry in your work. 
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CUT HERE—MAIL NOW 


P. G. DALLWIG, INC., BANKERS BLDG., CHICAGO. 
Please send illustrated booklet describing the Dallwig Record. 
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A REASON 


Why MORE and MORE 


Agents Are Using the 


DALLWIG RECORD 


and Discarding Other Systems! It is 
on Account of its Simplicity, Com- 
pleteness, Serviceability and quality! 


Capacity of Binder 1,000 Record Sheets 


“It dignifies your business” 
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HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 





ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 


Participating and mete - * Palio and Women on Equal Terms—Total 


Circularization Aids—S: 3 Help—Direct Go, | ae Relations, Liberal 


Contracts and Special Producer’s Clu 


If You Are Ready for a General Agency There Is Desirable T 
IOWA_NEBRASK A_MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


A-4 Sigmund—Vice-P: & ency Director 
-_ a Cc. B. SVOBODA, Secy. 


COL. C. B. ROBBINS. 
"“* CEDAR RAPIDS, IOWA 











The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 

him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. Isn’t this merely natural and 
logical ? 

. Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and undivided 
effort. THe Mutua Lire INsurANcE Company oF New York affords such 
conditions to its field workers, Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 
agency force successful. 

Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


34 Nassau Street of New York New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 
and Manager of 




















We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

&. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


Very territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 








preservation and conduct of the home, 
there is to me an attraction, a certain 
rock-ribbed stability in the simple life 
insurance settlement with its definite 
aims, and you will forgive my recom- 
mending it. 

“Such are some of the works a life 
company can perform. We are admit- 
tedly the means by which an estate im- 
mediately can be created by a smaller 
outlay than by any other method. This 
is our prime task. 

“The life company can conserve es- 
tates. We have undertaken, and I be- 
lieve, rightly, the work of conservation 
and distribution, the prevention of squan- 
dering and dissipation of proceeds. In 
the financial fabric of the United States, 
the stuff of life insurance is of match- 
less durability, as experience proves. 
And within the bounds of definitive 
provisions based upon readily ascertain- 
able conditions, we are rendering, can 
render and should render a big financial 
service. A portion of a man’s life in- 
surance piaced under deferred settle- 
ment provides a financial bulwark for 
the family, a guaranteed fund whose 
soundness can be relied on. 

“Thus, the life company creates the 
estate. Conservation and distribution 
go hand in hand wherever a definite 
plan can be outlined to carry out the 
wishes and needs of the insured. The 
stability and the certainty of the estate 
created, conserved and distributed by 
the life insurance company affords ideal 
service. We may well turn to the life 
company for creation, conservation and 
distribution. 

“What shall we say about adminis- 
tration and personal advice? In so far 
as the adjustment of an individual's af- 
fairs, scrutiny and payment of bills, the 
exercise of judgment as to family re- 
quirements, in a word, the exercise of 
advisory discretion and continued per- 
sonal counsel, are concerned, the life 
insurance company should not be called 
on, 


Trust Companies Offer 
Many Personal Services 


“Trust companies are volunteering to 
advise about the selection of schools, 
the discipline of children, the dealing 
with emergencies, and giving advice on 
finding positions and planning trips for 
the young people. To those who turn to 
a bank or trust company for*solace and 
assistance of this kind there is a wide 
field of consultation. 

“IT have read with interest a leaflet 
published by the American Bankers As- 
sociation entitled, ‘One Hundred Ques- 
tions and Answers About Life Insur- 
ance Trusts.’ There is a general spirit 
of fairness about the book, although 
underwriters inquiring of trust officers 
would be apt to obtain an especially 
roseate view of the advantages of the 
bank and trust company as managers of 
life insurance proceeds. 

“There are insurance men who place 
all final virtue in the life insurance set- 
tlement and believe that no life insur- 
ance should at any time be placed in a 
trust. I do know that in our own com- 
pany more and more proceeds are being 
set up under optional settlements. 

“Every underwriter knows that the 
ideal estate must be adapted to the man. 
I think that the ideal estate we are all 
striving for can best be furnished by 
life insurance, and that life insurance is 
not only the ideal holding, but the per- 
fect material for any estate. Its sta- 
bility, its partial tax exemption, and its 
freedom from court proceedings are un- 
rivaled features, placing it in the fore- 
front of all possible holdings. 

“The ideal estate is the estate, which, 
in simplest form provides for the pro- 
tection of the family, at the same time 
giving play to those inherent talents and 
faculties which will build the character 
of its members while the necessary funds 
are provided to carry them over the 
hill. If the trust companies and the life 
companies agree that life insurance 
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CONSULTING ACTUARIES 
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CONSULTING 
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A. GLOVER & CO. 


e Consulting Actuaries 
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HAIGHT, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
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ARRY C. MARVIN 
Consulting Actuary 
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M iles M. Dawson & Son 


CONSULTING 
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LER and RYAN 


Insurance Accountants 
Richard Fondiller, Harwood E. Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
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J. BeCORES 
e CoO LOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and xaminations Made. Policies 
and all Life Insurance Forms Pre- 
ared. The Law of Insurance * 
pecialty. 
Colcord Bldg. 








OKLAHOMA CITY 














Farmers—Doctors—Lawyers—Busines$ 


Idea That W' 


ill Sell Them All— 
LIFE INSURANCE AS A. PROPERT! 


INVESTMENT Me- 





Laborers—Women. The whole idea 
oped and perfected ONLY by Abner 

Jr., . @ emis of studies, "The Es 1 
f Life Underwriting. e 

Bulletins, 428 E. 4th St., Cincinnati, 0 


should be used in every estate where 
it is obtainable, then the expert advice 
and assistance of an experienced under- 
writer should be obtained if the estate 
is to be ideal.” 


INSURANCE COMPANY 
Cincinnati, Ohio 





























